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AGAINST MANDATORY 
AUTO JURISDICTION 


Members of Western Insurance Bureau 
Oppose Compulsory Observance of 
Outside Organization Rules 








BUREAU MEETS AT BRIARCLIFF 





Text of Resolutions Passed; Automo- 
bile Competition Has Individual 
Features in West 





The Western Insurance Bureau mem- 
bers (companies not in the Western 
Union) do not like the current move- 
ment for sweeping control of automo- 
bile affairs, which also has the support 
of the Western Union. At its meeting 
in Briarcliff, N. Y., a few days ago the 
Bureau passed resolutions outlining its 
position. It does not want any manda- 
tory automobile insurance’ business 
legislation in its territory. This is not 
because the members of the Western 
Insurance Bureau object to what is 
sometimes referred to in the West as 
New York dictation, but there are pecul- 
iar conditions local to the West, not 
the least of which is the strenuous 
competition of the reciprocals and the 
mutuals. They have their own way of 
fighting them. 

The Resolutions 

One of the speakers at the meeting in 
Briarcliff said he would favor the 
Western Union and the Western In- 
surance Bureau both having “last 
word” automobile  jurisdiction—two 
separate automobile governing bodies. 

Anyway, here’s a copy of the resolu- 
tions adopted at Briarcliff: 

Whereas, this association has been 
informed of the action of the Union at 
its recent meeting in adopting the fol- 
lowing resolution, to wit: 

Jurisdiction Over Automobile Business 

Resolved that the Union is in full 
sympathy with the efforts of the Na- 
tional Automobile Conference and in 
its desire properly to support rules 
and regulations to control this busi- 
ness, it is hereby 

Resolved as Mandatory, that the 
governing committee is authorized to 
adopt as mandatory the rules and 
regulations of the National Automo- 
bile Conference, and to that end the 

governing committee. shall appoint a 

committee of three members, to 

meet with similar committees of the 


(Continued on page 18) 
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A POLICYHOLDERS’ 
MONTH ANALYZED 


Guardian Life Shows How Percentage 
of Business Comes From 
Various Sources 








INTERESTING SET OF FIGURES 





Held in One 
Tremendous 


of Smallest Months 
Amount of Business 
Was Done 





From 
panies 


time to time .different 
inaugurate a 
month’—and at 


com- 
“policyholders’ 
the end of the cam- 
paign there is always the feeling that 
it has been a success. Results justify 
the effort and warrant the enthusiasm. 
Just how these results measure up is 
analyzed by the Guardian Life which 
recently held a “policyholders’ month,” 
which justified itself from every angle. 

The Guardian made its announcement 
of “policyholders’ month” on June Ist, 


when it was decided that the object 
was to celebrate the sixtieth anni- 
versary of the founding of the com- 
pany in some outstanding fashion. 
Got 1,485 Leads 
The field force was furnished with 


1,485 leads received by the Home Office 
from policyholders of the Company. 
inquiry 
the special Guardian feat- 
ures, to which reference was made in 
the letters of President Cillis, and no 
less than eight 


Numerous policyholders made 


concerning 


policyholders were de- 
representing the Company 
under an agency contract. Also, one 
application, with check attached, was 
forwarded the Home Office direct, and 
the numerous acknowledgments of the 
receipt of the president’s letter con- 
cretely demonstrated the _ collateral 
value of the campaign in giving the 
Home Office and the field force an op- 
portunity to clear away numerous 
trivial misunderstandings—actually re- 
sulting in the “cementing of affections” 
in many cases. For example, one man- 
ager reports that he called on one pol- 
icyholder who was “considerably 
peeved over the alleged treatment and 
promises made him by the agent who 
secured his application.” The manager 
handled the case very tactfully and as 
a result of the interview, the policy- 
holder received all the information he 
wanted and was again friendly toward 
the Company. To again quote the man- 
ager: “He even thanked me for coming 


sirous of 
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to see him and I think he has a much 
better understanding of his policy than 
he ever had. He did not realize the 
kind of policy he had, and feels very 
much ‘different towards the Guardian 
Life at the present time.” Many simi- 
lar reports have reached us, indicating 
that the field force as a whole took ad- 
vantage of the opportunity to sweep 
the cobwebs of fancied grievances from 
the minds of some policyholders. 

Did the campaign stimulate produc- 
tion? The figures speak for them- 
selves. July, usually one of the small- 
est months, broke the record for the 
largest single month’s production in the 
history of the Company. Applications 
totalling $7,510,230 were received. This 
tremendous volume of business came 
from all quarters. Several agencies 
established new high records and the 
accomplishments of many representa- 
tives were remarkable. 

Of the total volume of business, 56 
per cent was secured through old pol- 
icyholders, 35 per cent having been 
written in the form of additional] insur- 
ance upon the lives of the policyhold- 
ers themselves, and 21 per cent on in- 
dividuals suggested by them. 

Individual Results 

The Company made an analysis of 
results for the information of its field 
force. A represents business from an 
old policyholder; B from a person sug- 
gested by an old policyholder; C 
through straight canvassing. 

Some results are as follows: 

D. J. Beck, Buffalo (48 applications): 
Av’g’e 
Apps. 
$74,000 2,846 
58,400 2,655 


A—26 applications for 
B—22 applications for 


Total,48 applications for 132,400 2,758 
R. A. Trubey, Fargo (47 applications): 
Av’g'e 

Apps. 
$16,500 
83,000 2,515 
6,500 1,625 


A— 7 applications for 

B—33 applications for 

C— 4 applications for 
Total,44 applications for 106,000 2,409 

(Three of Mr. Trubey’s applications 
were not accompanied by a Source of 
Business slip.) 


Arthur Baker, Tulsa (33 applications): 

Av'g’e 

Apps. 

A— 9 applications for $31,000 3,444 

B— 5 applications for 8,500 1,700 

C—18 applications for 42,500 2,361 

Total,32 applications for 82,000 2,547 

(One of Mr. Baker’s applications was 

not accompanied by a Source of. Busi- 
ness slip.) 


D. J. Marks, Cleveland: 
Av’g’e 
Apps. 
$41,500 8,300 
6,000 3,000 
12,500 2,500 


A— 5 applications for 

B— 2 applications for 

C— 5 applications for 
Total,12 applications for 60,000 5,000 

(One of Mr. Marks’ applications did 
not have a Source of Business slip at- 
tached.) 


Av’g’e 
Apps. 
A—47 applications for 163,000 3,469 
B—62 applications for 155,900 2,515 
C—27 applications for 61,500 2,277 


Total,136 applications for 380,400 2,797 

It is particularly illuminating to note 
that these four agents, soliciting under 
entirely different circumstances, wrote 
136 applications in July, 109 or 81 per 
cent of which were written through 
Guardian policyholders; that of the 
total volume of $380,400, 84 per cent, or 
$318,900, was represented by these ap- 
plications. 

Furthermore, it should be observed 
that the average amount written on an 
old policyholder was greater than the 
average amount written on persons 
suggested by a policyholder or through 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no p.obationary 
Payments begin immediately on approval of claim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 




















straight canvassing, and also that the 
average amount written through 
straight canvassing was $600 less than 
the average of all policies written by 
the agents and almost $1,300 less than 
“the average policy written on an old 
policyholder. 
Company’s Question 
“If such effective results can be ob- 


tained in any one month by a manager 
operating in a city (Mr. Beck), an agent 
who works almost exclusively in rural 
communities (Mr. Trubey), an agent 
who has been successful for a number 
of years (Mr. Baker), and a new man 
(Mr. Marks), doesn’t it seem entirely 
reasonable to assume that every repre- 
sentative of the Company can well af- 
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Do You Know Him ? 
1. He is between 25 and 40 years of 


2. He is not afraid of hard work and 
is recognized by his friends and 
acquaintances as an all around 


3. He has several years’ experience 
as a life insurance salesman and 
organizer, preferably in city ter- 


4. He could be relied upon to take 
charge of and rejuvenate an es- 
tablished agency for one of the 

strongest 


>. The territory is one of the finest 
in the United States. 

6. He will give us complete infor- 

| mation concerning himself in 


Correspondence confidential. 


Address Eastern 
c/o The Eastern Underwriter 
105 William Street 
New York City 
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ford to spend a great deal more time in 
intensively cultivating his old policy- 
holders?” the Company asks. 

In pursuing its research along this 
line, the Company took the production 
of an entire agency for July, and our 
analysis is as follows. (The letters 
again indicate the source of*business.) 


Agent Agent Agent * Agent 

No. 1 No. 2 No. 3 No. 4 
\—2-- 4,00 3—16,000 0— 0— 
B—8—19,25) 5—12 500 8—14,500 3— 8,000 
C—O 3—10,000 4— 6,500 7—15,500 
Total, 

10—23,250 11—38,500 11—21,000 10—23,500 


In the case of this agency production, 
71 per cent of the business was secured 
through policyholders and the average 
size of a policy under A and B was 
larger (A over twice as large) as the 
average policy secured through straight 
canvassing. 

“While we are stressing the advan- 
tages of keeping close tab on your pol- 
icyholders, we are not unmindful of the 
fact that a new agency or a new ag- 
ent must build a clientele by straight 
canvassing, as, for example, Agent No. 
4 in the foregoing summary wrote no 
policyholders because he had none as 
last month was his first in the field,” the 
Company says. 


A. P. A. DOING WELL 


Managing Director Selby P. Wood 
Writes of Australian Associa- 
tion’s Progress 

The Eastern Underwriter is in receipt 
of a letter from Selby P. Wood, man- 
aging director of the Australian Pro- 
vincial Assurance Association, Ltd., of 
Sydney, Australia, in which he says: 

“You will be interested to know that 
our progress during this financial year 
is far in excess of the corresponding 
period for last year, and I am sure the 
current year’s work will easily prove a 
record in the history of the Association. 
I fully anticipate that we will complete 
£3,000,000 sum assured, in the ordinary 
department, and there will be a con- 
siderable increase in both the accident 
and renumeral department.” 

Mr. Wood advises that the company 
has inaugurated a fire insurance depart- 
ment. 


FULL OF GOOD THINGS 
Genera] Agent T. A. Wondreyka, Old 
Line Life, Watertown, Wis., writes: 
“The Eastern Underwriter is so full 
of good things that I am passing it 
around among the local members of the 
field force.” 


MEETS EARLY SUCCESS 

Louis C. Sloane, of the John T. Havi- 
land Agency in New York of the Equit- 
able Life, since his appointment on 
September 8, last, is reported to have 
written more than $58,000 of life insur- 
ance, and aJso a large amount of acci- 
dent and health insurance. 


LOAN MONEY FOR HOMES 

The Metropolitan Life Insurance 
Company and the Chicago Trust Com- 
pany have set aside $5,000,000 for loans 
on new homes and apartment buildings. 

W. A. Day, president of the Equitable 
Life Assurance Society, announces that 
for a period of nine months the com- 
pany shows an increase of thirty-three 
per cent over the same period of last 
year. 





The Metropolitan Life is affiliating 
with the local Health Association of 
Dolgeville, N. Y., in maintaining a pub- 
lic health center and visiting nurse 
there. 





The Home Life runs a clever feature 
in its October issue of “The Home,” 
which is called “Policyholders Nuim- 
ber.” Pictures of prominent !arge pol- 
icyholders are printed. 





The only man who never makes a 
mistake is the man who never does 
anything.—Theodore Roosevelt, 
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Didn’t Know What 
His Insurance Cost 


STORY OF A 5,000 POLICY 





General Agent of Equitable of Iowa 
Makes Clever Sale on Man 
Carrying $36,000 
The sale of a $5,000 policy in which 
ingenuity played its share is narrated 
by a general agent of the Equitable of 

lowa. This is his story of the sale: 

I tried to sell a man and he imme- 
diately told me he had $27,000 on his 
own life, $5,000 on his wife, and $1,000 
on each of his four children, this ‘atter 
insurance being child’s endowment with 
premiums of about $48.00 per year on 
each policy. One of his lirst statements 
was to the effect that he sometimes 
wondered if he should carry as much 
insurance as he already had; that some 
people did not seem to appreciate what 
he was doing, and if he was not carry- 
ing some $10,000 or $12,000 indebted- 
ness he might drop some he had at the 
present time. He went on to say that 
his mother was living with him and that 
his wife nagged him some on that uc 
count. This is about what I said toe 
him: 

“Mr. M———— ,you are a man of some 
means; there are plenty of people here 
in this community who would like to 
get possession of your estate, and in 
the event of your death, particularly 
in view of the present relationship 
mentioned by you, is it not like}y that 
your wife would soon be married again? 
You have four chi'dren whom you love 
just as dearly as I do my boy. and there 
isn’t a thing in the world I would not 
do for that boy if it were for his good, 
and within my power. Should your 
wife marry again what assurance have 
you that their parts of the estate would 
remain intact until they have reached 
an age of maturity? Why not take at 
least $20,000 of your insurance, mak- 
ing $5,000 payable to each child and 
have special directions of settlement 
prepared so that they will receive only 
the interest on the money until they 
have reached the age of twenty-five, 
then have the principal sum payable 
If any one of them die before reaching 
that age, then the proceeds are divided 
equa'ly among the survivors. To this 
extent at least you guarantee them 
something in their own name at a time 
when they will need and can _intelli- 
gently use it, no matter what happens 
to the rest of your estate. 

“Tll tell you what I’! do, I'll secure 
all those papers for you, and relieve 
you of the detai'—all you will need to 
do is sign the papers when presented.” 

He said: “You will, that’s fine, I'll 
just do that.” 

“How much are you paying each 
year?” 

“T don’t know.” 

“Well, lay your policies out here and 
while you are working, I'l’! add up the 
premiums.” 

When he came back, I said: “You 
premiums are $1,649 per year.” 

“Is that so? I knew it was quite a 
sum. but didn’t know the exact amount.’ 

“You have them all paid up to date 
haven’t you?” 

“Oh, yes!” 

“All right, just put your name here.” 
(With this remark I handed him an ap- 
Plication for $5,000 more, which I had 
élready filled out.) 

“Oh, but that’s an application for 
More insurance, and $1,649 is all I can 
pay.” ° 

“Yes, but I figured that policy in the 
$1,649.” ‘ 

He looked at me for a moment with 
4 twinkle in his eye, turned to his office 
sirl, and said: “Haze', what will we do 
With this fellow?” ‘Hazel said she 
didn't know, and M—— said: “Well, 
I guess there's only one thing to do.” 
And with that, he signed the apptica 
tion with a $253.50 premium on it, and 
when I delivered the policy I sold him 
4n extra $5,000, making $507 in pre 
miums. 
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Stock Answers 
for Stock Objections 


USEFUL MATERIAL FOR AGENTS 


New York Life Devotes Half of Last 
Bulletin to This Important 
Subject 


There is perhaps no more interesting 
material placed before the life insur- 
ance salesman for his perusal than an- 
swers to objections raised by prospec- 
tive insurers. We are glad to pass 


along to our readers the following from 
the “Bulletin” of the New York Life: 


(1) | Can’t Afford it: “The less it 
seems that you can afford life insur- 
ance, the greater your need for it. If 
you had more to put into insurance 
now, the more you would have to leave 
your family in other ways. The only 
way open to you to create at once the 
estate that you need and may spend 
years in building up in any other way, 
is by means of life insurance. Don’t 
you realize that you really cannot af- 
ford to be without it? 

“If your wife were stricken with ap- 
pendicitis today and were ordered to 
the hospital, would you argue with 
yourself that you couldn't afford it, or 
would you send her? Do you practice 
the same rigid economy in all other 
things—your cigars, clothing, summer 
vacation, etc.? Why not be consistent? 
Life insurance is a necessity—not a 
luxury, that is nowadays classed with 
doctors’ bills, bread, meat, shoes and 
clothes.” 

An effective addition to the specific 
answer to almost every objection, is— 

“If you think you can’t afford to set 
aside any of your earnings now, how do 
you expect your wife and children to do 
without all your earnings?” 

(2) Want to Pay My Present Debts 
First: “Your sense of honor is mighty 
fine, but have you ever thought that by 
adding about 2 per cent to the amount 
you now pay as interest on the mort- 
gage, you could have the entire obliga- 
tion satisfied in full, in case you should 
be taken away? 

“A fine idea if you live; but if you 
were to die before they are paid, would 
your creditor be paid? 

“You wish to pay off your oldest ob- 
ligations first, don’t you? The debt to 
your family is the oldest obligation 
Sign here and provide for it.” 

(3) Have All the Insurance | Want: 
“I will grant that this may be true, 
but have you considered whether it is 
all your family would need should you 
be taken away? Undoubtedly you feel 
secure in that your wants as well as 
those of your family are being supplied 
now with you here, but could they con- 
tinue on the same scale of living and 
their wants be satisfied in the same de- 
gree if you were gone?” 

(4) Have All the Insurance | Need: 
“Your remarks show that you have 
caught one point about life insurance 
that many men miss altogether, and 
that is that life insurance serves needs, 
You may be absolutely right when you 
say you have all you need. Now you 
know your needs and I know how to 
make life insurance fit those needs. 
Suppose we talk it over together for a 
few minutes; if we decide that you 
really have all you need, it will have 
cost you only a few minutes of your 
time; and if we decide that you haven't, 
1 can give you advice and be of service 
to you. 

“Will your insurance provide for your 
family as well after you are gone as 
you do now? If not, you need more in- 
surance, 

“You probably felt so when you took 
it; but if you improved and added to a 
house, you would increase your fire in- 
surance. Your responsibilities and 
earning power have both increased 
since you last insured.” 

(5) | Am Single and Do Not Need It: 
“You probably will marry, but whether 

(Continued on page 6) 
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Approach to Women 
Different Than Men 


PROVIDE OWN INDEPENDENCE 





Mrs. Olive J. Wright, Massachusetts 
Mutual / sent, Partial to Thirty- 
Year Endowment Policy 


Getting an insurance proposition be- 
fore a business woman is quite a dif- 
ferent matter than securing the atten- 
tion of men is the belief of Mrs. Olive 
J. Wright, agent of the Massachusetts 
Mutual Life at Cleve'and. In an arti- 
cle published in the “Radiator” on the 
subject of “Why Business Women Buy” 
Mrs. Wright says on the subject: 

In presenting an insurance proposi- 

‘ tion to a business woman, the method 
of approach is very different from that 
used when selling men. There are sev- 
eral facts that must be taken into con- 

Women in general know 
It is 

women 


sideration. 
very little about life insurance, 
really surprising to find that 
who are very well informed on other 
subjects are deplorably ignorant and 
often are not interested in this subject, 
which should mean so much to them. 
Then, too, in many cases, the need for 
protection is lacking, which eliminates 
the strongest talking point used in sell- 
ing to men, 

First of all, it is advisable to decide 
about how much money the prospect 
should be able to save. It is not hard 
to estimate this from the knowledge 
you have of her responsibilities, if any, 
her habits, and probable amount of her 
income. I usually approach the sub- 
ject by asking her about her savings 
and investments. She is generally will- 
ing to discuss the matter quite freely, 
and it is then very easy to suggest my 
plan to her. I tell her that she may 
not care to continue in business always 
and that she should begin to lay the 
foundation of her future independence 
by means of systematic savings invest- 
ed in endowment insurance. In reply 
to the frequent statement that she ex- 
pects to be married, I remind her that 
marriage does not always mean finan- 
cial independence and ask if she would 
pot be glad to have that small invest- 
ment of her very own. She could sure- 
ly arrange to pay for it out of her own 
allowance, even if it meant giving up 
an occasional matinee or something of 
the sort. 

Protection for herself is the keynote 
of my sales talk when interviewing a 
business woman, ixcept in unusual 
cases, protection for others does not 
appeal to her so strongly. However, it 
is an idea that once suggested often 
becomes more attractive after she 
thinks it over. The average business 
woman is deeply concerned about her 
own future. In her heart she dreads 
the time when her earning capacity be- 
comes less, whether the cause is ill 
health, domestic duties, old age, or 
whatever it may be. Her independence 
is very sweet and any means of pre- 
serving it immediately interests her, 
if the word picture is made sufficiently 
vivid. She must agree with me when 
I say that we’ must all die or grow old, 
and the idea of growing old gracefully 
,Surrounded by the comforts to which 
she has been accustomed appeals to her 
greatly. I always lessen the serious- 
ness of the picture by suggesting that 
1f she finds she does not need the 
money when she is older, she can cer- 
tainly make use of it, and in the mean- 
time, it is a very comfortable feeling 
to know that the actual cash will be 
available for her use. 

The disability feature is also a great 
incentive for investing part of her earn- 
ings in this way. A self-supporting 
woman realizes very acutely what total 
and permanent disability would mean 


to her. She is much impressed with 
the provision that would give her a 
monthly income under such circum- 
stances, with no further payments to 
make, and also providing that the en- 
tire face of the policy without deduc- 
tions would be payable at death. An- 
other point that makes the whole 
proposition seem very worth while to 
her is the idea that the policy may be 
used_as collateral. In case of illness 
or of some unexpected financial diffi- 
culty the cash value is immediately 
available as a loan without embarrass- 
ment or delay. It is always possible 
to illustrate each point with an actual 
case. Only a few days ago I went at 
the request of one of my policyholders, 
to see a young woman who has been 
ill for three years. She has a small 
policy in our Company without the dis- 
ability feature, which she took out over 
ten years ago. At that time she and 
her two sisters were all self-supporting, 

now only one of them is able to work. 
As she is a teacher they have no in- 
come during the summer months, She 
showed me the policy and wanted me 
to tell her what she could do. When 
I pointed out to her that she cou'd use 
her cash value to pay her premium 
and also as a loan to help them get 
through the summer, she was perfectly 
delighted, and her only regret was that 
she had taken such a small policy 
when she could easily have taken a 
larger one at that time. Under the 
terms of the contracts we are writing 
now she would have no premiums to 
pay and would receive $10 per month 
during her entire lifetime. What a 
wonderful help it would be under the 
circumstances, 

I am very partial to the Thirty Year 
Endowment Plan for women who are 
not above forty. If the dividends are 
left to accumulate the policy will, under 
our present dividend schedule and rate 
of interest, mature in twenty-three or 
twenty-four years. It is considerably 
cheaper than the Twenty Year Plan, 
and it is therefore possible to sell a 
larger amount of insurance for about 
the same amount of premium. For in- 
stance, at age 35, $2,000 of Twenty 
Year Endowment with the disability 
provision costs $101.60, while $3,000 of 
Thirty Year Endowment may be bought 
for practically the same sum,—$106.59. 
The advantages are evident,—$1,000 
more protection, $30 monthly in case of 
total and permanent disability, in place 
of $20, and when the policy matures the 
extra $1,000 will be so welcome. 





PHOENIX MUTUAL GRADUATES 





Fifteen New Agents Complete Courses 
at Company’s Training School; 
Closing Exercises 
Fifteen new agents were graduated 
last week from the sales training de- 
partment of the Phoenix Mutual Life 
in Hartford. President John M. Hol- 
combe spoke to the agents at the clos- 
ing exercises concerning loyalty to the 
company and cautioned the men to con- 
fine themselves to favorable talks 
about their own company and not try 
to prejudice prospects against other 
companies and agents. Vice-president 
Winslow Russell gave an address on 

“Loving Your Work.” 

The dignity of life insurance selling 
and the agent’s responsibility to the 
public were discussed by Vice-presi- 
dent Archibald A. Welch, who said that 
the more vitally the new agents inter- 
ested themselves in the civic affairs and 
public movements of the communities 
in which they solicited business the 
more successful they would be in their 
efforts. 








Major-General S. C. Mewburn, K. C., 
ex-minister of militia, has been elected 
a director of the Mutual Life Assur- 
ance Company of Canada. 


The Canada Life have issued a splen- 
did and attractive advertising booklet, 
“A Plain Talk to Farmers about Life 
Insurance.” 














THREE RULES: 


























The Northwestern Mutual Life Insurance 
Company was the pioneer in establishing 
rules to protect itself and its agents 


against evils which demoralized the business. 


For twenty-seven yeurs it has enforced a stringent Anti- 


Rebate Rule. 


For twenty-three years it has observed a No-Brokerage Rule 
which prohibits the acceptance of business from, or the pay- 
ment of commissions to, other than an agent of the company. 
Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another 
company upon an anti-rebate agreement from him. 


For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all appoint- 
ments to general agencies shall be made from those already 
connected with the company and otherwise qualified. 


To the literal enforcement of these rules is attributed, in 
large part, the success, high character and the loyalty of the 


agency force of 





The 


Northwestern Mutual Life Insurance Co. 
f 
teesnes. Wisconsin 
































The Connecticut Mutual 
Life Insurance Company 


Hartford, 


Connecticut 


Incorporated 1846 


has a history covering 74 years 
of devotion to the interests of 
its policyholders. 


In writing please mention The Eastern Underwriter. 
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Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


(Pennsylvania) 
PROVIDENT agents are selling not only protection but 


The policy-holder who matures a Provident Long Endow- 
ment is a center of Provident influence in his community. 


PROTECTION+ THRIFT = SATISFACTION 








THE MOST VALUABLE POLICY FOR YOU 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 

Secure prompt action in the 


INSURANCE COM 
OF @OSTON MASSACHUSETTS 


WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 
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Digests of Recent 
Important Decisions 


COMPILED BY WENDELL STRONG 








Notice Where Note is Given for Pre- 
mium; Facility of Payment 
Clause 





The Actuarial Society of America has 
issued another interesting batch of di- 
gested decisions, which are of interest 
to agents. Wendell M. Strong is in 
charge of the preparation of these legal 
notes. One of these decisions has to 
do with a note given for premium, the 
case being Garland vs. Jefferson Stand- 
ard, Supreme Court of North Carolina. 

In this case the insured after the 
policy had been some years in force 
gave a note with a small payment in 
cash for the premium, which note pro- 
vided that if at its maturity it was not 
paid the policy should lapse and the 
note should no longer be a claim. The 
note also recited that all notices re- 
quired by the contract or law had been 
given. 

The note was not paid at maturity 
and the insured sued for damages be- 
cause of the cancellation of the policy. 
The court held that the statute requir- 
ing notice before lapse or forfeiture 
applied although the premium was ed 
tended by this so-called note and that 
the cancellation was wrongful without 
such notice. 


Cashing of Check for the Restoration of 
Policy 

Gould vs. Equitable Life Assurance 
Society, Supreme Court of New York, 
Appellate Division, 177 N. Y. Supp. Rep. 
165. The second premium upon the 
policy in question was not paid when 
due, and the statutory notices with 
reference to it had been duly given. 
About one year later a check was sent 
to the company for the amount, and 
the company was asked to return a 
receipt. The company replied stating 
that for the restoration of the policy 
a satisfactory certificate of health would 
be required, but collected the check and 
held the proceeds. No reference what- 
ever was made to the remittance, ex- 
cept that it had been received. The 
court held that the company’s tacit ac- 


cep ance of the check constituted the 
payment of the premium in default. 


“Facility of Payment Clause” in Indus- 
trial Policy 

Manning vs. Prudential Insurance 
Company, St. Louis Court of Appeals, 
213 S. W. Rep. 897. The policy was 
made payable to the executors or ad- 
ministrators of the insured, but the 
“Facility of Payment Clause” provided 
that the company might be entitled to 
pay a relative or other person appearing 
to be equitably entitled to the same. 
The sister of the insured after his death 
brought action claiming that her moth- 
er paid burial expenses and plaintiff 
paid premiums on the policy. The court 
held that while the “Facility of Pay- 
ment Clause” gave the company the op- 
tion to pay the amount of insurance to 
anyone coming within the class of cases 
here described, it did not give to any 
person in such c'ass a right of action 
on the policy. 

Misrepresentation of Age 

Walker vs, Illinois Bankers’ Life As- 
sociation, Supreme Court of Arkansas, 
215 S. W. Rep. 598. 
the age of the insured contained in the 
application was incorrect. The policy 
contained a stipulation for adjustment 
in case of misstatement unless the in- 
sured was above 55 years, in which case 
the premium and interest should be re- 
turned. It was testified that the in- 
sured signed the application in blank 
and that the agent filled out the appli- 
cation giving his age as 54 years, where- 
as it was really 64 years. The agent 
testified that he did not remember 
whether the insured had told him that 
he was 54 or 64. At the time of the 
delivery of the policy the agent asked 
the insured his age and the insured stat- 
ed that he was 64 years. The insured 
in receiving the policy did not read it. 

The court held that the provision of 
the clause could not be availed of by 
the company, since the misstatement 
was that of the agent rather than an in- 
tentiona] misstatement of the insured. 

Regarding the fact that the insured 
did not read the policy and thus dis- 
cover the misstatement, the court held 
that he had the right to assume that 
under the circumstances his age had 
been correctly recorded, The weight of 
authority is that the insured is bound 
to read his contract within a reason- 
eble time. 


The statement of - 


Writes of French 
Underwriter-Explorer 


HOFFMAN ON 





NICOLET’S TRAIL 





Prudential Vice-President Tells of 
Itasca Lake Trip Near Source 
of Mississippi 

The Eastern Underwriter has re- 
ceived from Itasca Lake, Minn., this 
interesting communication from Dr. 
Frederick L. Hoffman, third vice-presi- 
dent and statistician of The Prudential 
Insurance Company of Newark: 

“By an extraordinary co-incidence, 
worth being made a matter of record, 
I read this morning in The Eastern Un- 
derwriter of August 29 the reference 
to M. Nicolet in connection with the 
early history of La Assurance Generale, 
while this very afternoon, September 
11, it was my priceless privilege to 
traverse part of the ground explored 
by Nicolet in 1836 while seeking for 
the true source of the Mississippi. 

“The reference in The Eastern Un- 
derwriter reads that a few days after 
the company was organized (Dec, 22, 
1819) ‘it sent the eminent scholar M. 
Nicolet to journey to England to col- 
lect there statistical] data which would 
be of va'ue to facilitate the good opera- 
tion of the Company.’ In Brower’s 
work on ‘The Mississippi and _ Its 
Source’ is a lengthy discussion of 
Nicolet’s scientific explorations and 
discovery of the largest affluent ‘the In- 
fant Mississippi.* It said, ‘during 
his lifetime Jean N. Nicolet was 
a very important factor in discoveries 
touching the sources of the Mississippi 
in connection with which he had been 
employed by the U. S. Government.’ 
After a brief account of his early scien- 
tific labors the account continues, 
‘Judging from the results of what fol- 
lowed he must certainly have possessed 
natural ability to an extraordinary ex- 
tent. Publications by him upon mathe- 
matical deductions as to the probable 
duration of human life, upon probabili- 
ties and upon assurances soon placed 
him where he commanded the respect 
of financiers,’ etc. 


—_—— 


“The name of Jean N. Nicolet is 
honorably and for all time associated 
with those of Morrison who was the 
first to reach the Itasca basin, and 
Schoolcraft who was the first to explore 
the lake and to trace and describe the 
true source of the Mississippi. 

“Today as I made the journey to 
Nicolet’s Middle and Upper Lakes, 
**eoing over much the same ground 
and meeting with just a few of 
the difficulties of accessibility, etc. (for 
being a State Park the forest and wa- 
ter courses retain much of what is 
primitive and primeval) | could not but 
reflect on the common neglect of many 
names of men who have rendered val- 
uable services in the vest field of scien- 
tific insurance exploration, often not 
less hazardous (at least to their repu- 
tation) and certainly not less difficult 
than the tracing of this mighty river to 
its source. It is a real satisfaction to 
know that La Assurance Generale has 
done justice to the memory of one 
whose contributions to geographical 
science should not overshadow the serv- 
ices rendered by him to Insurance.” 


*Minnesota Historical Society Collec- 
tions, Vol. 7. 1893. 

**Made possible through the courtesy 
of Dr. T. S. Roberts, Curator, Zoological 
Museum, University of Minnesota, 





SHOWS PROGRESS 

The Philadelphia Life reports that 
the paid for business p'aced on its 
books during September amounted to 
$1,551,232, being a gain of $531,308 
over the corresponding month of 1919. 
The examined business written during 
the month of September aggregated 
$2,527,545,° which was $412,595 more 
than in September of last year. On 
December 31, 1919, the total of the in 
surance in force was $48,625,799. On 
September 30, 1920, the outstanding in- 
surance reached the sum of $59,135,773, 
an increase in nine months of $10, 
509,974. 
THE VALUE OF LIFE INSURANCE 

“There can be no two opinions of the 
value of life insurance. Every person 
ought to make such provision as he 
can for the future, either for his own 
or that of his relatives and depend- 
ents.”—Gov. John H. Bartlett, of New 
Hampshire. 








The Test of Service 











1 life insurance company de- 
pends upon what those who have bought its policies in the past 
think of the service they have received. 
Mutual passes this test with flying colors. Over $45,000,000, 
or 35%, of the business delivered last year was on the lives of 
men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


The ultimate success of ¢ 


The Massachusetts 











In 1919 


44 General Agencies paid for 
$88,000,000 


Standard Business 


Dividend Scale Maintained, Surplus Increased 

















New England Mutual Life Insurance Co. 


Boston, Mass. 
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Stock Answers for Stock Objections 


(Continued from page 3) 


you do or not, you are the one who is 
going to be dependent on yourself in old 
age, and an insurance policy taken out 
now guarantees the certainty of com- 
fortab'e living when you most need and 
appreciate it. 

“Twenty years from today, it is likely 
you will be either dependent or have 
dependents.” 

Meet the prospect’s objections with 
the thought that life and health are 
just as uncertain from the present until 
he does make applitation as they will 
be afterwards. 

(6) Am Not Ready Just Now, Will 
Take It Later: “Sign here.” “What do 
you want me to sign?” “A_ special 
blank for prospects who are not ready. 
It reads: ‘I agree to be alive and well 
three months from today.’ ”’ 

The prospect says: “I can't sign that.” 

The agent says: “Well—sign here” 
as he extends the application blank. 

(7) Want to Talk It Over With My 
Wife: “Why talk with your wife about 
it? You can get a better idea by talk- 
ing to some other man’s widow. 

“For sentimental reasons most wives 
object to life insurance because it sug- 
gests the idea of a money equivalent 
for the husband’s life, but widows never 
object on any ground. 

“You better wait until you get a pol- 
icy. If you couldn’t get a policy, your 
wife would be worried about you all the 
rest of your life. 

“This is a present for your wife. You 
don’t generally ask your wife to let you 
buy her a present, do you?” 

(8) | Will Think It Over: “If this is 
a good thing for you, you want it now; 
if it is not a good thing, you don’t want 
it at any price. You evidence an inter- 
est by having some life insurance. I 
would suggest you let me arrange for 
your health certificate. If you would 
like a little time to pay the premium, | 
can arrange that to your entire satis- 
faction. 

“Not very long ago you saw the boys 
going off to the training camps, and in 
many cases you saw the same boys in 
a very few weeks on their way up to 
the front lines. Did any of them then 
say about life insurance, ‘I will think it 
over?’ Not much, and neither would 
you have said it. Still these boys in 
France didn't need their insurance half 
as much as the people did on this side 
when the influenza swept the country. 
Thousands of persons thought it over a 
little too long. Haven’t you really 
thought it over as long as you really 
need to? You know you need insurance 
NOW, why wait? 

“Ordinarily it takes an awful accident 
or death in the family to start a man 
thinking about life insurance. 

“A lawyer in Detroit once lost a for- 
tune by ‘Thinking it over’ when Henry 
Ford brought a proposition to him for 
consideration. 


“A life insurance policy is a declara- ° 


tion of independence, 

“The New York Life turned down 
15,872 applications last year from per- 
sons who thought it over a little too 
long. And only Providence knows how 
many men were thinking it over dur- 
ing their last illness.” 

Keep to the front the fact that above 
all other considerations Jife insurance 
is protection, ready for the emergency. 

(9) | Can Use My Money to Better 
Advantage: “No doubt you can use 
your money to a better personal ad- 
vantage, but in guaranteeing your wife 
and children’s future happiness, can 
you beat life insurance? 

“Most men you talk to will admit 
that if they had invested more in life 
insurance they would have more money 
today—and this includes bankers. One 
of the very shrewd business men of 
Chicago said—I have always put one- 
third my savings in good securities, 
one-third in my business and one-third 
in life; insurance.’ He began this thir- 
ty years ago. A few months ago, he 


said—‘My insurance paid me_ the 
most.’ ” 
(10) My Wife Objects to Insurance: 


“Your wife may object to insurance, 


but buy it for your widow. Do you 
think she would object? 

“Because your wife risks leaving 
your family and herself in distress 


does not justify you in doing so.” 

(11) | Prefer Fraternal Insurance: 
“Do you realize that by carrying fra- 
ternal insurance your premiums _ in- 
crease yearly and that by the time you 
have attained the age of 60, the time 
when you most need insurance, you 
will have to pay such high premiums 
that it will be almost prohibitive? Es- 
pecially at that time a man’s earning 
power begins to decrease. If you pay 
your deposits on the level premium 
plan, there is no increase in premiums 
and you will be sure of being able to 
pay for the insurance when you are an 
old man, thus assuring protection to 
your family and guaranteeing the fact 
that they will have bread and butter 
after you have gone.” 

(12) Against My Religion: “I don't 
know what re'igion you profess, Mr. 
Smith, but, if you say it is against 
your religion to protect your wife or 
widow, will your religion protect her? 

“Chapter 5—Verse 8—I Timothy 
reads: ‘But if any man provideth not 
for his own, and especially for those 
of his own house, he hath denied the 
faith and is worse than an infidel.’ 

“Joseph, during the years of plenty, 
stored up grain for the years of fam- 
ine. Life insurance does exactly this 
very thing during the years when you 
are able to work and support your fam- 
ily.” 

Of all the individuals who open sav- 
ings accounts at the beginning of any 
year, by the Fourth of July only 50 per 
cent are still saving systematica’ly and 
by Labor Day only 25 per cent. 

(13) Can Save My Own Money: 
“That's probably true; you can, but 
will vou? And are you sure you will 
live long enough to save all that you 
would like to save to take care of vour 
responsibilities at your death? Your 
potential value is great, and there is 
only one absolute'y sure, safe and scien- 
tific way to protect that value—not 
knowing just when death will occur. 

“How long will it take to save the 
full amount? There is just one way 
in which you can deposit your savings 
safely and have the full amount that 
you eventually hope to save guaran- 
teed to your family whether you live 
to complete your savings or not. 

“Why not save and protect at the 
same time? Insurance wil! make this 
possible. 

“Statistics show that only 3 per cent 
of savings banks deposits remain un- 
touched for ten years, while 65 per 
cent of life insurance deposits are left 
for fifteen years.” 

(14) 1 Have Property and Do Not 
Need Insurance: “If your wife shold 
inherit a large estate, she probably 
would have confidence enough in you 
to allow you to manage it—wouldn't 
she? Your daughter might place the 
same confidence in her husband. He 
will handle the estate you leave for 
your daughter. Make your daughter's 
future secure with insurance on a 
monthly income basis. 

“Do you expect that your wife and 
chidren will manage your property as 
well as you do? Protect, at least, the 
shrinkage with insurance. 

“The mortality among people is large 
but upon investments and property it 
is still larger. 

“You may lose all your property be- 
fore you die, or your wife may lose it 
all after you die. Statistics show that 
many men lose all their property by 
age 65, and also that estates up to 
$10,000 left to widows are gone in 
seven years. You can make sure with 


a monthly income policy.” 

(15) | Don’t Want to Leave a Lot of 
Money for Some Other Man to Spend: 
“Neither do you want to leave a wife 


————, 





NATIONAL LIFE INSURANCE COMPANY |. 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


For Seventy Years 
This 
Strong Mutual Company 
Has Protected The 
Home And Family 





Edward D. Field, Superintendent of Agencies 
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The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 


LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates 


—— 








ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 

NON-PARTICIPATING POLICIES ONLY 

Over Forty Five Million Dollars Paid to Policyholders 
JOHN P. MUNN, M. D., President 


Good territory open for high class, personal producers, under direct contracts with the Co 
Address Home Office, 277 Broadway, New York City. — 











| SECURITY MUTUAL LIFE INSURANCE COMPANY | 
Binghamton, N. Y. 
David S. Dickenson, President 


Offers good territory and a liberal 
contract to reliable men of ability. 


For Particulars address 


C. H. JACKSON, Superintendent of Agencies 
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anteed by State Endorsement. 
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| HOME LIFE INSURANCE COMPANY of AMERICA 


PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 months 


INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. SOG Walnut St., Philadelphia, Pa. 
JOSEPH L. DURKIN, Secretary 


JOHN J. GALLAGHER, Treasurer 














and jam up service. - 
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-$100,000,000 - INTERNATIONAL LIFE 
' Smashed world records three ways in 1919. Come 
on in boys while the going is good. 


: INTERNATIONAL LIFE OF ST. LOUIS 





Great policies 
- Write for contract. 




















and family for someone else to support. 

“Your family is really your family 
as long as they live —not just as long 
aus you live, Mr. Brown. 

“If your widow has adequate insur- 
ance she will not be forced to marry 
from necessity.” 

After all the best answer to the man 


or woman who objects is to show him 
or her what life insurance real y does. 
In fact, an objection is not so much 
an objection as that the person hates 
to part with the money. Nine out of 
ten people do. The money separation 
then becomes a matter of persuasion 
—of the personality of the agent. 
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An “Opening” By 
C. C. Dibble, Cleveland 


CONVINCING THE SECRETARY 





Secretary Said Prospect “Was Not to 
Be Disturbed”; Couldn’t Keep 
Dibble Out 





One of the best talks at a recent con- 
vention of the Northwestern Mutual 
Life was a description of the manner 
in which C. C. Dibble, of Cleveland, 
saw a business man, who had had sev- 
eral interviews with agents, and didn’t 
care to be solicited again. It resulted 
in a sale, the preliminary steps of 
which are thus described: 

Mr. Doyle: I am sorry, Mr. Dibble, 
but Mr. Silberberg left word not to be 
disturbed. I suppose you wish to see 
him on insurance, but life insurance- 
he wouldn’t be interested in any insur- 
ance, Of that I am sure. 

Mr. Dibble: Is this your own idea, 
Mr. Doyle? 

Mr. Doyle: No, Mr. Dibble, but that 
is the answer I have been giving for 
several years and suppose it is sufli- 
cient now. 

Mr. Dibble: You are not up to date, 
my boy; they have modified all those 
things now. You know you are one of 
the old school of confidential men. I 
have nothing to lose by talking frank'y 
to you, I can see that, but you must 
not be down on the thing just because 
you are not up on it, Mr. Doyle. 

Mr. Doyle: Wel, Mr. Dibble, I'll tell 
you. I may not be up on the thing, but 
it has been our practice for several 
years that no life insurance man shall 
come in here; and although I am not 
in charge of Mr. Silberberg’s jife insur- 
ance affairs, still I am sort of a confi- 
dential man, and I don’t really think 
that it would be of any use trying to 
see Mr. Silberberg. 

Mr. Dibble: Do you know, Mr. Doyle, 
| just happened to think of something. 
Eighteen years ago a young man was 
emp oyed by J. P. Morgan & Co. in 
New York City, and for 18 long years 
he worked for that firm. He recently 
died in a sanitarium in Denver, Colo., 
and he made a statement just before 
he died, that he never had been given 
an opportunity to buy life insurance 
because he had been so adequately pro- 
tected by an efficient door man. 

Mr. Doyle: Well, I'll tell you, Mr. 
Dibble; I admit your argument has a 
lot of strength to it but it would be 
futile to see Mr. Silberberg. I rea'ly 
don’t feel as though I ought to take the 
responsibility of having you see him. 

Mr. Dibble: Oh, you are afraid of 
the talk yourself? 

Mr. Doyle: Not afraid for him, but 
for you, : 

‘Mr. Dibble: If I write a memo on a 
card would you do me the favor of 
handing it to him if I take the respon- 
sibility of any embarrassment that 
might ensue? 

Mr. Doyle: Well, you may do that. 

Mr. Dibble: I will write a little memo 
on a card, and if you will.take it to 
Mr. Silberberg I am inclined to think 
he will see me. 

Mr. Doyle: Well, it’s your funeral, 
not mine. 

(Mr. Dibble writes memo on card.) 

Mr. Doyle: (Reading) “Eight years 
ago you bought a Northwestern con- 
tract, but you are not getting what you 
are paying for.” We will let Mr. Sil- 
berberg decide that. (Retires.) 

(Mr. Dibble discovers golf stick in 
corner, and is handling one.) 

(Enter Mr. Silberberg.) 

Mr. Dibble: Still have your eye on 
the golf balls? How are you, Mr. Sil- 
berberg? 

Mr. Silberberg: What in the devil do 
you mean by this? 

Mr. Dibble: It means substantially 
what it says .Mr. Silberberg. You have 
a little Northwestern policy with us; I 
happen to know from the records which 
we have access to, but it is not ar- 
ranged in the manner in which a man 


of your business acumen, it would oc- 
cur to me, would arrange it. You know, 
you don’t want your life insurance 
dumped into your wife’s lap in one sum, 
and there are options in that contract 
that you never have availed yourself of, 
and that is what I came in to talk to 
you about. : 

My. Silberberg: I couldn’t think of it. 
I took it at that time and—sit down. I 
have a meeting 15 minutes from now 
and I shall give you 10 minutes of my 
time to convince me of any reasons why 
I should change my ho!dings of life in- 
surance, I assure you I have turned 
down five men within two weeks who 
have advanced the one reason for in- 
creasing my life insurance, because | 
um about to become a year older. Now 
shoot. 

Mr. Dibble: Mr. Silberberg, this is 
very kind of you to give me this oppor- 
tunity. I don’t want you to think— 

Mr. Silberberg: Mr. Doyle, will you 
kindly prepare my papers for the meet- 
ing.’ 

Mr. Dibble: I don’t want you to think. 
Mr. Silberberg, that I took advantage 
of you and got to see you through sub 
terfuge. I really meant what I said 
on that card. You are not getting all 
that you are paying for in that con- 
tract. However, that is a matter we 
will go into at another time. I have 
reasons to know that your estate is 
going to be subject to a lax, a Govern- 
ment and succession tax amounting to 
about $125,000 and I have come in here 
to convince you that you ought to cover 
that by life insurance; and you have 
very kindly given me five minutes to 
do it in. I will endeavor to do it by a 
little illustration. I will have to use 
some of the papers on your desk, Mr. 
Silberberg. That is a very beautiful 
family you have there, Mr, Silberberg 
(picking up photograph from desk). 

Mr. Silberberg: I am proud of them. 

Mr. Dibble: That is a lovely girl. 
How old is the boy? 

Mr. Silberberg: Fifteen. 

Mr. Dibble: Some boy. I saw that 
other daughter riding horseback over 
in the park yesterday. My, my, she is 
a beautiful rider. * * * 


ACTUARY OPENS OFFICE 
Marcus Gunn Quits Indianapolis Job 
To Become an Independent Ac- 
tuary in Chicago 





Chicago, Oct. 20.—Marcus Gunn, for 
the past.six years with the Frank J. 
Haight actuarial office at Indianapolis, 
has opened an office in Chicago as an 
independent consulting actuary. Mr. 
Gunn graduated from the actuarial 
course at the University of Michigan 
under Prof. Glover, and was with the 
Masonic Mutual Life of Washington, 
D. C., before going with Mr. Haight. 
During the war he was a lieutenant of 
cavalry, seeing service in France. He 
has taken part in a number of import- 
ant examinations of companies in the 
middle west in recent years. 


Tarbell “World” Tip 
Gave Press Scandal 


NEWSPAPER OF 
City Editor Chapin, Now in Sing Sing, 
Recites How Insurance Executive 

“Leaked” News 


TOLD ROW 





The mystery as to who told the New 
York “World” the facts which enabled 
that paper to print the first public 
story of the Equitable Life quarrel, 
which publication eventually led up to 
the Armstrong investigation, is ex- 
plained for the first time in the new 
G. P. Putnam’s Sons book, “Charles E. 
Chapin’s Story.” Chapin, city editor of 
the “Evening World” for twenty years, 
and an acquaintance of everybody in 
New York, is serving a life-term in 
Sing Sing where he was sentenced for 
murdering his wife after he had lost his 
fortune in speculation. The man who 
“tipped” the story is Gage E. Tarbell, 
at that time a vice-president of the 
quitable, and agency manager. 

As Chapin tells the story: “It was I 
who published the first article * * *. 
It came about in this way. I was living 
at the Hotel Majestic and had a party 
of friends for dinner one evening. As 
we were about to go down my wife 
answered the house telephone and re- 
ported to me that Gage Tarbell was 
calling and desired to talk with me on 
a matter of urgent importance, My wife 
consented to take our friends to dinner 
without me and I went with Tarbell into 
the library, where we could converse 
without interruption. He appeared to 
be greatly perturbed. Before stating 
his object in calling on me he opened 
his watch and showed me inside the 
case the photograph of a beautiful wo- 
man. 

“*That is my mother, he said, ‘and 
before | go any further with what I 
have to say, I want to tell you of a 
pledge I made to her before I left home 
to make my way in the world. I prom- 
ised her that no matter what befell me 
I would never in all my life do a dis- 
honorable act and I want you to be- 
lieve me when I tell you [ have never 
broken that pledge.’ ” 

Chapin listened to him with ill-con- 
cealed astonishment. 

“I wondered what could have hap- 
pened to cause him to approach me in 
such an intimately confidential way. I 
had known him in a casual way for 
several years, during the period that he 
had lived in the same hotel, and we had 
occasionally played billiards together 
and had chatted socially in the foyer on 
a number of occasions, but that was 
the extent of our relations, except that 
we were both admirers of fine horses 
and frequently drove our teams side by 
side in Central Park. With the brief 
preliminary about the promise to his 
mother long years ago, he went square- 
ly into the subject he had come to talk 
to me about.” 
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is located a big, vigorous, and growing 
institution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
¥. holders and field force. 


Over $260,000,000 of insurance in force. 


Investigate for yourself. 


Missouri State Life Insurance Company 
M. E. SINGLETON, President 


St. Louis, Missouri 














Tarbell, who was in charge of the 
agencies, then proceeded to sketch the 
magnitude of the Equitable’s business, 
and its brilliant career; and then led 
up to the facts in the internal quarrel, 
(details of which were threshed out in 
such detail at later dates). There had 
been a quarrel that very day, and Tar- 
bell told Chapin the whole story. 

“I arranged with Tarbell that he was 

“to be at the old Astor House at noon 

the following day,” continued Chapin, 
“prepared to present proofs of what he 
had told me to a newspaper man I 
would assign to meet him. I sent Wil- 
liam Spear, one of the hardest-headed 
and most persistent investigators on 
the staff of the ‘World’ and Tarbell 
made,good his promise. Part of what 
he told Spear appeared in our paper 
the following day and it caused the 
greatest sensation that had been known 
for many years. Other papers took it 
up and the ‘World’ forced the Gover- 
nor, in the face of many obstacles, to 
begin a public investigation of all the 
insurance companies,” 


It’s a fine idea to have 
How Much some definite system 
Shou'daMan for determining how 
Carry much life insurance a 
man should carry. &E. 
B. Houghton’s plan of basing the 
amount upon a per centum of income 
is simple and can certainly be used to 
advantage in cases where the variance 
is known to be very wide. For exam- 
ple, a man known to have $5,000 in- 
come and spending only $200 to $300 
for life insurance, stands out as a shin- 
ing mark for more, says the Interna- 
tional Life. 

Here is the table showing the per 
cent of income that should go into life 
insurance, on $1,000 to $5,000 incomes: 

Investment in 
Life Insurance. 


Income Per Cent Premium 

$1,000 6% $ 60 
1,500 8% 120 
2,000 10% 200 
3,000 12% 360 
4,000 14% 560 
5,000 16% 800 


We should say that for people under 
40 the per cent of income to be invest- 
ed in life insurance ought to be greater 
than that given in the table, for the 
reason that the earning power is prob- 
ably on the increase and the time for 
saving is when a man is under 50—all 
that can be spared from 20 to 40 should 
be put into an insurance account, and 
at fifty there should be a considerable 
accumulation, as would be the case 
with a life policy. However, the table 
is good as a basis for il!ustration. 





NOT COMPLIMENTARY 

According to a special story in the 
“New York Herald” Sunday, October 17, 
by Captain MacCullagh, of the British 
Army, and Robert Wilton, of the staff 
of the London “Times.” Yurovsky, who 
with his friends and a company of 
“Letts” murdered the Imperial Russian 
family at Ekaterinburg, for the accom- 
plishment of this deed was appointed 
by the Government to the post of In- 
spectorship of Life Insurance for all 
Ekaterinburg Province. This is cer- 
tainly not complimentary to life insur- 
ance, 





RENEWAL MAN WANTED 


One who has had experience and 
has demonstrated ability to renew 
and reinstate by mail. Must be 
resourceful and a first-rate corres- 
pondent and have some executive 
ability. Must be practical and able 
to stand close inspection as to 
habits and past record. Very un- 
usual opportunity now with fast- 
growing, well-established, middle 
western life company. 
Address Renewal 
The Eastern Underwriter 
105 William St. 
| New York City 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





— 
——~ 








In the $30,000,000 which H. 

Eleven B. Rosen wrote the first 
$1,000,000 six months of this year 
Policies eleven were individual $1,- 

000,000 policies. March 
was his best month with $11,000,000. 
Recently, Mr. Rosen was elected a 
vice-president of the Manhattan: Life’s 
$100,000 club convention (he gives con- 
siderable business to that company,) 
and in a talk before agents of the com- 
pany he said: 

“I have not carried a rate book in 
ten years and | never carried litera- 
ture. My business is done on person- 
ality and knowledge of human nature. 
A prospect becomes confused by too 
much talk about reserves and divi- 
dends. It isn’t necessary. You can't 
sell life insurance if you don’t believe 
in i,” 

The speaker went on to say that 
“more men fail through ignorance of 
their own strength than through 
knowledge of their weakness, An ag- 
ent must be successful or he becomes 
a poison in the business.” 

As showing the possibilities of the 
life insurance business for the man 
willing to work, Mr. Rosen said that 
when he first started to write life in- 
surance, he was $11,000 in debt but 
he paid this off in his first year with 
his company. Strange to relate but 
showing Mr. Rosen's methods, some of 
his first policyholders were the men 
to whom he owed money when he en- 
tered the life insurance business. Mr. 
Rosen never solicits strangers. He al- 
ways believes in gaining some avenue 
of approach to a prospect through a 
friend’s recommendation or otherwise, 
before tackling him for life insurance. 

In referring again to the rewards of 
the business Mr. Rosen said that in the 
first six months of this year the life 
insurance companies with which he 
does business had paid him in commis- 
sions and renewals $560,000. Mr. 
Rosen fifteen years ago insisted that 
the amount of life insurance a man 
had, should be taken into consideration 
when a bank makes loans to him. A 
man must have at least enough insur- 
ance to cover the amount of the loan 
and if he hasn’t Mr. Bosen sees that 
he has if he is dealing with any bank 
with. which he is connected. Nowa- 
days however practically all the New 
York banks have included the amount 
of life insurance when securing in- 
formation from a customer on which 
to base a loan, 

© +. * 


Plain, but cold facts as to 


Facts Show the real benefits of insur- 
Insurance ance is brought out by a 
Pays school boy, Jack Louson, 


14 years old, of Prince 
Edward Island, Canada, who was award- 
ed first prize in an essay competition 
for boys and girls under 16 years old, 
the competition being conducted by 
Hyndman & Co., Ltd., provincial man- 
agers of the Great West Life Assur- 
ance Company. The essay follows, in 
part: 

“Perhaps it would cause a few more 
to invest in policies if the following 
facts were better known: Thirty-five per 
cent of the widows of this country are 
in actual need of the necessities of life. 











That pinety per cent of the children 
who enter school at the age of six have 
to leave before, completing the eight 
grades in order to go to work. That 
seven-eighths of the money left by mar- 
ried men to their dependents is derived 
from life insurance, 

“It is quite a common excuse for a 
man to say that it is no use for him 
to bother getting insured as it is likely 
he would not be accepted on account 
of his health. Perhaps so, but nine out 
of every ten are accepted, and it is not 
probable that he is the tenth man. 

“The endowment policy is often the 
best for a business man. Take, for in- 
stance, the case of John Smith; he en- 
ters into a partnership in a business in 
which he invests $15,000 of his savings. 
His partner dies and then the business 
becomes insolvent. John loses every- 
thing. He has a wife and two chil- 
dren and personally is $500 in debt. 
His only asset is a $3000 insurance 
policy, which he apothecates to the ex- 
tent of $500 in order to clear himself 
of debt. He then starts out again. 
He takes up a new form of business 
end begins to prosper. In a short time 
he pays the debt on his policy. Finally 
at the date of its expiration he used 
the money to build a new home for 
himself.” 

” * + 
Forbes Lindsay, a prominent 
The writer on life insurance sales- 


Day’s manship, has published an at- 
Work tractive and _ practical book, 

which is named, “The Day’s 
Work. and Other Matters of More or, 
Less Interest to the Life Insurance 
Man.” 


That to “Take care of the days and 
the months will take care of them- 
selves,” is the main thought expressed 
in the opening paragraphs. An inter- 
esting fab'e of two locomotive yard en- 
gines follows from which the writer 
draws the moral, “You have got 
strength for today’s duties and you will 
find strength for tomorrow’s——-when it 
comes.” 

A chapter entitled, “Waste of Ener- 
gy,” shows that the way in which en- 
ergy is wasted comes under the classifi- 
cation of three things, namely, useless 
physical activities; excessive and un- 
necessary mental activities, and wrong 
and uncontrolled emotional expression. 
How real efficiency can be obtained is 
told in several pithy paragraphs. 

The value of time is emphasized in 
another chapter in -which the writer 
asserts that J. Pierpont Morgan once 
dec'ared that he would far rather have 
time than money. In the same para- 
graph Arnold Bennett is quoted by the 
author as saying: “It has been said 
that time is money.” 

This book, which is published by the 
Times-Mirror Printing & Binding 
House, Los Angeles, contains many val- 
uable chapters, that are not only of in- 
terest to the salesman, but also to men 
filling an executive capacity. A table is 
appended to the closing chapter, which 
proves that of all nations, the people 
of this country are the least saving. 

A new agent of the Mutual Life asked 
a representative of the Chicago agency 
to tell him something about the “desir- 
ability clause.” 





















Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 


———————— 


American Central Life 


Insurance Company 








INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 














Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST -STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 331, 1919: 


PINS 35 iio csciR dare Geese cuvenienkutees werenies bitdiwaaacsecc ues 

RN arias ah cis caiua svat esetves tomae a ec ¥ Ty Gs0 208 br 
Eee a oseene etectewrsineees sanesenne 2,049,930.12 
I SN IN aisha sbi s0tinsh ose hadi4eab bawehehesenscaueelevesswecsenen 176,501 808.00 
. . Le | ESA aaa ed aeae 1,851,338.97 
Total Payments to Policyholders since Organization..................... 23,840,173.80 


JOHN G. WALKER, Pres‘dent. 

















Great Southern Life Insurance Company 








HOUSTON, TEXAS 
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37,005 PEOPLE 


wrote to us last year and asked for an illustration of our “Income for 
Life’ at their age. This valuable lead service explains why our 1919 
business showed a gain of 81 per cent. 


The Fidelity operates in 40 states. Full level net premium reserves 
basis. Insurance_in force_over $173,000,000. Faithfully serving in- 
surers since 1878. 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 














Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 



































ee 




















J ik 


October 22, 1920 


THE EASTERN UNDERWRITER : 9 














“My Favorite Policy” 








(Editor’s Note:—A continuation of a series of articles which began in the Gold Book 
of Life Insurance Selling, the Life 
Eastern Underwriter. More will follow in subsequent issues.) 


Insurance Salesmanship Edition of The 




















=t f° 


























LIMITED PAY IS REAL LIFE INSUR- 
ANCE 


By W. W. Day, Old Line Bankers’ Life 


My first experience was with Ordi- 
nary Life, but this policy did not ex- 
actly appeal to me, and I found a great 
many men, who when they fully re- 
alized what they were buying, agreed 
with me, in that they hoped to live to 
a ripe old age and if they did, it might 
be hard to keep up an Ordinary Life 
policy to the end, especially if they 
met with reverses. 

I also found quite a large percentage 
of young people wanted Endowment 
policies, not so much as an investment, 
but so they might be sure of having 
the paying period completed during the 
productive period of life; and should 
it be necessary that they would be 
able actually to get possession of the 
money in later years. However, the 
rates of Endowment Insurance _ pro- 
hibited a great many from carrying the 
amount of insurance which they found 
necessary, to protect their families, and 
business interests during this produc- 
tive period. 

This led me very shortly to the real 
life insurance, the Limited Payment 
life: twenty, fifteen, and ten payment, 
policies. I put the Twenty Payment 
first for the reason, that it seems to 
meet the approval of more people than 
all others combined. The rates being 
low, it is in the reach of everyone de- 
siriug insurance. 

The young man or woman of from 
20 to 40 can easily carry a nice policy 
of Twenty Payment Life, getting 
through paying before his declining 
years. From 40 to 50 I select the Fif- 
teen Payment and from 50 to 60, the 
Ten Payment, for the reasons already 
explained. I never under any circum- 
stances write a longer term policy. 
This enables a man to complete the 
contract during what is usually termed 
the productive period and should mis- 
fortune overtake him toward the close 
of life, he can jf it becomes necessary 
draw on his reserve during his declin- 
ing years. 

For more than twenty-three years, I 
have adhered consistently to this class 
of insurance, having written several 
hundred thousand each year in addi- 
tion to my duties as superintendent of 
agencies of the Company. 

This class of Insurance enables every 
one at a very reasonable cost to pro- 
vide for a ray of sunshine in a financial 
way, even after the great and thought- 
ful benefactor has been laid to rest. 
Or, this small comparative cost may 
bring cheer, happiness, and God speed 
to the unfortunate man, who from a 
financial standpoint, has lost control of 
the old boat at it nears the shores of 
eternity. 





INCOME CONTRACT BEST OF PRO. 
TECTION 


By John J. Reinhard, New York 


Exponents -of progressive life insur- 
ance salesmanship generally concede 
that the policy contract should be con- 
structed to meet the protective require- 
ments of the insured. Basic forms 
with various modifications and ramifi- 
cations, scientifically selected by the 
experienced insurance advisor, - can 
thus be created into a model policy 
with a certainty and flexibility of cov- 
erage, both as to insured and benefi- 
Clary. In the interviewing of pros- 
pects for life insurance it is of utmost 


importance that you formulate a direct 
plan of attack, hence a definite form of 
contract should be uppermost in your 
mind, thus permitting of tactful pres- 
sure as opportunity presents, which 
will more readily cause the interviewed 
to absorb the essence of the contract 
and sincerity. of your purpose, and 
hence realize the need for such protec- 
tion. 

What more fitting form of insurance 
could a salesman, with the power of 
visualization adopt at his inspiration 
than the income contract? One can- 
not become too eulogistic in extolling 
the merits of this form of protection 
the object of which can never be de- 
feated. 

“A boom to economy and a check to 
extravagance.” 

The proceeds of a life insurance pol- 
icy payable in lump sum to a specified 
beneficiary are usually dissipated in a 
few years, through ill advised invest- 
ments or unsuccessful ventures, indul- 
gence in extravagant tastes, and a 
mode of living not heretofore enjoyed 
during the life time of the insured. But 
the monthly income check prevents 


this extravagance—and stops the leaks.. 


It controls the situation and regulates 
the future. 

The usual regular forms of policies 
issued by life insurance companies 
have various options of settlement 
which could function similarly to in- 
come policies, but in a less concise and 
definite manner, and are not nearly as 
satisfactory as to presentation, salabil- 
ity, and result. 


Scope of Contract 


It can be adapted to any case. The 
professional man who is unable to per- 
petuate his business after his death 
and whose income is liable to decrease 
later in life owing to ill health, infirm- 
ity or old age should have this contract 
constructed to cover as follows: 

By systematic deposits during the 
early productive period of his life, he 
can obtain an income commencing at 
any age he may select to continue 
throughout his life and at his death the 
said income to continue to a designat- 
ed dependent. A total disability pro- 
vision would relieve him of further pre- 
mium deposits, should he become total- 
ly disabled and unable to pursue his 
vocation, thus nermitting him to enjoy 
the income prior to maturity of the 
contract and if living at the termina- 
tion of deposit period said income 
would be materially augmented. 

For the head of the family with many 
dependents, it can be so arranged that 
the wife would enjoy an income begin- 
ning at death of the husband, and to 


continue during her natural] life with a ° 


certain number of years certain which 
would provide a fund for educational 
purposes in case the mother died be- 
fore the children reached their major- 
ity. 

‘The man with investment or banking 
experience usually confronts you with 
the statement that he can provide with 
security for the investment of the prin- 
cipal, and his beneficiary can derive the 
benefit of the income therefrom and 
still have the principal remain intact. 
The inconclusiveness of his argument 
can be readily demonstrated, viz., to 
provide an income of say $100 a month 
or $1,200 per year at 4 per cent net 
would require an investment (lump sum 
insurance principle) of $30,000, where- 
as the same income result in a month- 
ly income contract requires on a 3 per 
cent reserve basis $18,500 of insurance 
premium cost and only $17,305 in a 
3% per cent reserve company, thus 
effecting a saving in the latter instance 
of over 42 per cent in annual premium 
expenditure. 








THE TRAVELERS 


—good to represent because its success has made it 
conspicuous and favorably known, thus preparing the 
public for the approach of its representatives. 


Write to the nearest branch to-day for representation 





THE TRAVELERS 


INSURANCE os INDEMNITY 


COMPANY COMPANY 
HARTFORD, CONNECTICUT | 









































THE MAN 4x2 THE JOB 





The time which all employees have looked forward to, 
when the job would be hunting the man instead of the man 
hunting the job, has evidently come. If you can do anything 
in the way of producing material or moral values, the job is 
waiting for you—looking for you. Life insurance companies 
have heretofore been in the position of the employee who had 
to hunt his job in order to get the opportunity to do the work 
he was able to do for the benefit of his employer and the com- 
munity at large. Now employers are looking for men and 
men who need life insurance are looking for a life company 
that will insure them. 


This advertisement is therefore printed here to notify the 
public that the New York Life Insurance Company, organized 
under the laws of the State of New York in 1845, is ready to 
do the job for those who need life insurance. The Company 
did the job for over TWO HUNDRED THOUSAND MEN 
AND WOMEN in 1919, but was obliged to turn away over 
FIFTEEN THOUSAND, not because the Company’s facilities 
were not ample, but because they applied too late—they were 
no longer insurable! They wanted protection to the amount 
of SIXTY MILLION DOLLARS, and the Company could not 
furnish a dollar. 


So the Company is printing this notice to the effect that it 
is ready to do the job for healthy men and women, on appli- 
cation. Its facilities are ample, its work has behind it the 
guarantee of seventy-five years of faithful service, a mutual 
organization with a membership of over a million insured 
persons, with ample reserves to meet every contingency. The 
Company has Branch Offices in the principal cities, and 
Agencies in nearly every county. You can easily find one and 
he will do the job—if you haven’t waited too long. 


New York Life Insurance Company 
346 & 348 BROADWAY, NEW YORE, N. Y. 


DARWIN P. KINGSLEY, President 
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As to Income and Estate or Inheritance 
Taxes 

Amounts received by an individual 

beneficiary under the terms of a con- 

tinuous instalment contract issued by a 


life insurance company are exempt 
from the tax under the provisions ot 
sec. 213 (B) 1. They are considered 


part of the proceeds of a policy. This 
app ies not only to the instalment pay- 
ments received, but also to any divi- 
dends received under the term of the 
contract. (Treas. Dept. Bulletin 14-20- 


825) (Law sec. 402 f) provides as fol- 
lows: “The value of the gross estate 


of the decedent shall be determined by 
including the value at the time of his 

to the extent of the amount re- 
ceivable by the executor as insurance 
under policies taken out by the dece- 
dent upon his own life; and to the ex 
tent of the excess over $40,000 of the 
amount receivable by all other benefi- 
ciaries.” 

It is, therefore, quite apparent that 
there is no exemption from inheritance 
tax of the proceeds of life insurance 
policies if payable to the estate of the 
insured, but if the proceeds are pay- 
ab'e to a designated beneficiary there 
is an exemption of $40,000. 

Where the proceeds of a policy are 
made payable to the beneficiary in the 
form of a monthly income for a term 
of years, the present worth of the an- 
nuity at the time of the death of the 
insured, should be included in the gross 
estate subject to the $40,000 exemp 
tion. By reducing the period certain 
in the policy, we likewise reduce the 
present worth, so that an increased 
net income would be obtained for the 
original beneficiary during his or her 
lifetime. 

There is no criticism implied in the 
truism that women seldom succeed in 
business. They have not had the train- 
ing for it; they have not developed the 
aptitudes that are essential to success. 
Then why burden the wife or daughter 
with the necessity of investing the pro- 
ceeds of your estate, why jeopardize 
their very existence when the hazard 
can be so readily overcome by the cre- 
ation of a permanent non-depreciating 
income through the medium of life in- 
surance on the income plan whereby 
the transmission of your will in per- 
petuity has been perfected? If you find 
it difficu't to choose your investments, 
what of your wife and children after 
you are gone? Even under conditions 
of stability women often fall victims 
to circumstances, 

“Many a widow's bread is being eat- 
en by her husband's creditors,” some- 
one has said. 

A will provides for the distribution 
of whatever estate the executor may 
find. A monthly income life insurance 
policy makes sure that there will be 
an estate to distribute, besides elim- 
inating all vexatious delays, attorney, 
fees, court charges, executor fees and 
other expenses and preventing litiga- 
tion. 

Present wealth is 
against future need. 


not a guaranty 





CONVERTIBLE TERM 





Home Life Tells Why Companies Re- 
fuse To Grant Disability Benefit 
With It 





“Why do companies refuse to grant 
the Disability Benefit with convertible 


term insurance?” asked an agent of 
the Home Life. The Company an- 
swered: 


“There are two reasons for this rul- 
ing. In the first place, the disability 
benefit calls for a very small increase 
in the premium rate. It is therefore 
a benefit where selection on the part 
of applicants against the company may 
be unusually effective, A policy of cau- 
tion dictated the ruling that this op- 
tion should not attach to policies at 
cheap rates. Incidental to this reason 
there is also, on the part of some com- 
panies, a feeling that it is undesirable 
to make term insurance attractive to 
the public—better discourage it. 


“The more important reason, how- 








INSURANCE IN FORCE OVER $245,000,000 


For co-operation 
with agents in securing the 
complete satisfaction of policyholders 


THE 


EQUITABLE LIFE OF IOWA 


maintains a SERVICE Department which 
opens for them a broader field 
of opportunity and 
assures success 


NEW BUSINESS IN 1920 OVER $52,000,000 
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of insurance 
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ever, lies in the nature of the benefit 
itself, and in the provisions of the term 
policy. If such contracts were issued 
and.if a man became permanently and 
totally disabled (as of course some 
would) then under his term policy he 
could exercise the conversion option 
and convert the policy to a ten year ek 
dowment, or such form to his own ad- 
vantage as he might choose. This pol- 
icy would be free from payment of pre- 
miums and would mature for its face 
value in ten years if the insured were 
to live. The optional benefit on con- 
version would always be used against 
the company, and there is no proper 
means of determining the premium 
rate that should be charged for the dis- 
ability benefit in a convertible term 
policy.” 





REPORT ON CONVENTIONS 
The Lite Underwriters’ Association 
of Rochester held its first meeting af- 
ter the summer vacation at which dele- 
gates to the National Association meet- 
ing made a full report to the members. 
Among the speakers were Warren 5. 


Parks, James A. Gillis, John B. Bar- 
bour, W. Herbert Wall and Herbert R. 
Lewis. There were a number of new 


men voted into the membership of the 
Association. The Rochester Associa- 
tion was among those named at the 
National Association Meeting at Bos 
ton for having greatly increased its 
membership last year. 





IN CHARGE OF DR. E. N. REEVES 

The Equitable Life Assurance Society 
has established a medical examiner's 
office in the Victoria Building, at Broad- 
way and Twenty-seventh Street. The 
office will be under the supervision of 
Dr. E. N. Reeves, who will examine all 
applicants during the regwar office 
hours of the company. Appointments 
for examination will be made through 
the home office at No. 120 Broadway. 


METROPOLITAN LOANS 
The Metropolitan Life is actively sup- 


porting the building programs of many 


communities and recentiy granted fifty- 
six loans totaling $222,500 on houses 
being erected in Bogota, N. J. The 
granting of these loans broke the dead- 
lock in the Bergen County mortgage 
market and has stimulated real estate 
investing. 





CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 


Address: 
ALBERT E. AWDE, Supt. of Agencies 

















HOME LIFE) 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 


WILLIAM A. MARSHALL 
President 


The 60th Annual statement 
shows admitted assets of 
$37,780,735 and the Insur- 
ance in Force $185,755,819, 

a gain for the year 1919 of 
over $27,000,000. The Insur- | 
ance effected during the year 
was over $40,000,000, or 63% | 
more than in the previous 
year. The amount paid to 
policyholders during the year 
was over $4,388,000. 
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For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 
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THE BERKSHIRE LIFE INSURANCE CO. 
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W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
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by corresponding with 
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Cost of Getting Out 
“Life Association News” 


ALL ITEMS SHOW INCREASE 








Paper Winds Up Its Year With Bal- 
ance of $3,311; Ensign’s Comment 
on Time Schedule at Boston 





A report made by the publications 
committee of the National Association 
of Life Underwriters—Charles Jerome 
Edwards, chairman—at its recent con- 
vention called attention to the increas- 
ing cost of producing the “Life Asso- 
ciation News.” During the year the 
cost of printing has been greatly 
increased, paper is 190 per. cent 
more, postage 65 per cent, rent 119 per 
cent, salaries 10 per cent. He drew 
this comparison to show that where 
the committee had been forced to meet 
increases in the cost of production such 
increase had been met but when ex- 
penses were under control the increases 
had been negligible. 

In discussing the books published by 
the National Association of Life Under- 
writers, Mr. Edwards said: 

“Do you know, gentlemen, that our 
sales of books have now reached a 
point where they are actually in excess 
of some first-class book stores? Please 
bear in mind that this business is all 
what might be termed a side-line. It is 
a mail order business and is conduct- 
ed with all the concomitant economies 
of a mail order business.” 

He then went minutely into an analy- 
sis of the pubications sold during the 
year compared with the stock on hand, 
and digested the statement of a certi- 
fied public accountant which accom- 
panied the report showing that the bal- 
ance on hand to the credit of the News 
at the end of the fiscal year ending 
August 31, 1920, was $3,311.08, which 
balance, considering the abnormal! in- 
creases in the cost of printing, pap?r, 
ctc., was eminently satisfactory. 

There was so much material in the 
Boston Convention that although the 
Life Underwriters in its current issue 
got out the biggest publication it ever 
has for such an occasion, it was unable 
to print all the addresses. Everett M. 
Ensign, editor of the “Life Association 
News,” said: 

“The difficulties in connection with 
the matter have been so great that we 
have been compelled to hold over until 
the following number, several! import- 
tant addresses prepared for dejivery 
at the convention, and in this number 
the idea has been to give a running 
story of the convention as complete as 
it could be made under the circum- 
stances, and those addresses which are 
most practical and immediately helpful. 

“The proceedings of the convention, 
bound in the usual style, will contain 
every word spoken at the convention 
and will be so’d by subscription only. 
Judging from the present accumulation 
of text, the number of pages wi}l prob- 
ably run almost twice the number of 
pages found in the proceedings of any 
previous convention.” 

In discussing the time limit on speak- 
ers, he said: 

“The time schedule adopted by the 
program committee and so rigid'y en- 
forced at the Boston convention, had 
its disadvantages as well as its advan- 
tages. It was conducive to short, snap- 
py talks; no speaker consumed thirty 
minutes or an hour in what could be 
said in three or five minutes. 

“But the great_disadvantage occurred 
in this way—Speakers were, previous 
to the convention, advised of the time 
allotted to them, and at the same time, 
they were told to prepare their papers 
in advance for the use of the press. 
In view of the time which would nor- 
mal'y be consumed in delivering the 
Papers submitted on the various topics, 
it is evident that the speakers did not 
seriously regard the time allotments 
assigned to them, for which rare ex- 
ceptions it would not be humanly pos- 
sible for any convention speaker to de- 
liver his entire paper within the time 
limitations assigned.” 
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INSURANCE COMMISSIONS 

FOR LIFE INSURANCE 
AGENTS ONLY 

Doubtless noble aspirations and not 
the desire to embrace the labor union 
idea is responsible for the line in the 
resolutions of the Life Underwriters’ 
Association of New York adopted re- 
cently to the effect that life insurance 
commissions are for life insurance ag- 
ents only. If by this resolution is 
meant that the Life Underwriters’ Asso- 
ciation of New York endorses only in- 
surance written by men who hold them- 
selves out to be life insurance men, it 
is not only too sweeping but much too 
impractical. No earnest, conscientious, 
hard-working man in any city of the 
United States who makes his living as 
an insurance agent should be blocked 
from soliciting life insurance, if quali- 
fied to do so. Furthermore, it is doubt- 
ful if the best of the insurance commis- 
sioners would permit any such dis- 
crimination. Certainly, most insurance 
companies do not practice nor preach 
such a narrow interpretation and as 
long as it is not the idea of the com- 
panies, the field representatives can 
pass resolutions about it until they are 
blue in the face and their protests will 
not prove effective. 


LIFE 


It is true that there are certain gen- 
eral agency offices which manage to 
roll up a tremendous amount of busi- 
ness without the aid of a single broker. 
There are other offices, just as big, which 
welcome brokers. Both kinds of offices 
are highly respectable. The opportunity 
of writing life insurance should be 
taken away from men who are of the 
one-case type, but a fire and casualty 
insurance agent or broker should not 
be prevented from soliciting life insur- 
ance. He will succeed according to his 
capabilities. 


“As an organization of progressive 
men who love the business, the Life 
Underwriters’ Association of New York 
may be using good judgment in saying 
that the association disapproves the 
activities of men writing life insurance 
only when they run across it, interfer- 
ing with business already started in 
process by some full-time agent; and 
they cannot be blamed for putting 
themselves on record against any class 


of agents whose principal business is 
“interfering” with full-time agents. 


But the life insurance companies 
have not backed them up. That is not 
the view of the companies. Insurance 
commissioners have not backed them 
up. That is not the view of the com- 
missioners. The public has been in- 
different. As the commissioners, the 
companies, and the public are on one 
side and the full-time agents are on the 
other, it will be seen that the resolu- 
tions will not prove very potent, espe- 
cially as there is a group of members 
of the association who keep right on 
accepting business over the counter on 
the theory that it is better to write a 
man through a part-timer than not at all. 
The insurance business at the present 
time is teeming with limitations and 
restrictive propositions on one _ side, 
while the production field is expanding 
on another. The local fire insurance 
agents are fighting brokers all over the 
country, but are not making headway. 
Life insurance general agents are fight- 
ing casualty and fire insurance local 
offices which are opening life insurance 
departments, but are not successfully 
blocking them. Fire insurance agents 
are trying to stop the banking agencies, 
although the companies are appointing 
bankers and their representatives right 
and left. Such appointments are dis- 
tressing to agents in the smaller towns 
as it is difficult competition to meet, 
but evidently companies want them. 
So what can be done about it? 


There are many inconsistencies, 
many hypocrisies, much pathos in the 
entire question of agency and brokerage 
production. In the last analysis the 
agency force of America can do nothing 
by making arbitrary regulations about 
the qualifications of men_ soliciting 
business without the co-operation of the 
companies and the commissioners. If 
anybody thinks differently, the columns 
of The Eastern Underwriter are open 
and protagonists may send in their ar- 
guments for publication. 

By the way, the Aetna Life Insurance 
Company, according to a_ statement 
made in The Eastern Underwriter last 
week, sells forty lines of insurance, 
only one of which is life insurance. 
Under the interpretation of the resolu- 
tion of the Life Underwriters’ Associa- 
tion of New York, those agents of the 
Aetna Life who are not what are known 
as life insurance agents, should not be 
permitted to sell life insurance. To 
carry it farther, should an agent of the 
Aetna Life Insurance Company, whose 
specialty is automobile insurance, be 
permitted to sell accident insurance? 
Sometime ago the interests affiliated 
with the Aetna Life Insurance Company 
organized the Automobile Insurance 
Company, which does a general fire in- 
surance business. Many of the agents 
of the Aetna Life were appointed agents 
of the Automobile. Some of these are 
life insurance agents; some of them are 
accident agents; some of them are 
other kinds of agents. No one objected 
to their becoming agents of the Auto- 
mobile Insurance Company. No one 
had a right to object. 

The Travelers is one of the greatest 
companies in the world; it, too, is a 
multiple line company. Has any one 
very seriously objected because any 
accident insurance agent of this Com- 














DR. CHARLES E. ALBRIGHT 





Dr. C. E. Albright, leading producer 
of the Northwestern Mutual Life, paid 
for $3,234,000 during his last agency 
year with the Company, an amount 
larger than the total amount reported 
during the same period by anyone of 
forty-eight of the ninety general agen- 
cies of the Company. It also is $931,500 
or 40.46 per cent larger than his report- 
ed business for the previous year. For 
fourteen consecutive years Dr. Albright 
has won this high honor and during this 
time he has paid for $23,738,415 of in- 
surance in the Northwestern and in ad- 
dition a large amount of surplus busi- 
ness in other companies. 

* 

Harvey W. Russ, general manager of 
the Underwriters’ Adjusting Company, 
Chicago, was in Briarcliff last week 
where he addressed a gathering of the 
Western Insurance Bureau, telling of 
the progress which is being made by 
his adjusting organization. It has 
made good progress as branches are 
being opened or have been opened in 
several cities, and the company is run 
along the line of the General Adjust- 
ment Bureau, with members of the 
Western Insurance Bureau being large- 
ly clients. Mr. Russ, in fact, was once 
with the General Adjustment Bureau 
and before that in the field. He formed 
many friendships when living in Pitts- 
burgh and Buffalo. With him at Briar- 
cliff was his son. 

+ a oe 

E, E. Cammaca, Aetna Life, is now 
undertaking an investigation of the 
combined mortality experience of 
those life insurance companies which 
are writing group insurance with the 
intention of showing the actual mor- 
tality experienced in the various indus- 
tries now insured. The data is now 
being collected and it is expected that 
this investigation will be well advanced 
by the end of the vear. 

** @ 

Edward T. Jackson is now Statistt- 
cian of the General Accident Fire and 
Life Assurance Corporation. 








pany asked a client to buy life insur- 
ance? 

The ethics of the life insurance busi- 
ness are reaching a constantly ascend- 
ing scale. The life underwriters’ asso- 
ciations have done their part in better- 
ing the morale and the morals of the 
business. It is, therefore, unfortunate 
if they adopt a resolution with a wink; 
fly in the face of evolution or recog- 
nized practices; or start a fight which 
they cannot finish. 


THE HUMAN SIDE OF INSURANCE 





Henry N. Eyre, a local insurance 
broker, and Mrs. Eyre decided to in- 
c'ude in their honeymoon trip an auto- 
mobile ride, and while they were spin- 
ning along an upstate road at about 
twenty miles an hour a constable who 
makes a specialty of rounding up motor- 
ists when the town exchequer gets low 
hailed him before a magistrate. “Guil- 
ty or not guilty?” asked the judge se- 
verely. “Guilty, with explanations,” 
spoke up the insurance man. “Well, 
that’s a new one,” said his honor. 
“Proceed to elucidate.” Your honor, 
we have just been married and under 
those circumstances a driver can’t tell 
whether he is going five miles an hour 
or fifty. I'll take the policeman’s word 
for it, and pay my fine.” A smile lit 
up the magistrate’s face as he dis- 
charged Mr. Eyre, saying: “Fk know just 
how you felt. I was married myself 
the other day.” 

7. ” 2 


G. B. Taye, organizer of the Orient 
Insurance at Singapore, Straits Settle- 
ment, upon returning home from the 
United States will start the organiza- 
tion of a $50,000,000 bank at Singapore. 
He says that there are now thirty na- 
tive life insurance companies and fifty 
native fire insurance companies in 
China, and that there are many foreign 
companies operating there. Mr. Taye, 
who was educated partly in China and 
also at Eton College, near London, Eng- 
land, is one of the most successful of 
Chinese financiers. In 1901 at the age 
of eighteen years he became associated 
with the China Mutual Insurance Com- 
pany, and in September 1919 he re- 
signed to organize the Orient Insurance 
Company, with a capital of $10,000,000, 
Straits Settlement money. 

eee 


James C. Tory, General Manager of 
Agencies of the Sun Life Assurance Co., 
was returned by a large majority as 
representative of the riding of Guys- 
boro at the recent Provincial elections 
in Nova Scotia. 

eee 


Wm. Leslie has returned to Califor- 
nia. He is assistant professor of insur- 
ance at the University of California at 
Berkeley and has opened an office as 
Consulting Actuary in San Francisco. 

* ¢ ¢ 


W. C. Kuester, for many years with 
the Stuyvesant in New York, is under- 
writer for the new Federated Fire Re- 
insurance Co. of Mason City, Ia., which 
has an authorized capital of $1,000,000. 

oa + ” 


Louis Levine, formerly of 55 Liberty 
Street, has returned to the insurance 
business and is again writing insurance 
for the Travelers through the Herman 
Robinson Agency at 76 William Street. 
Mr. Levine has a good knowledge of 
life insurance selling and_ should 
achieve a splendid success with the 
Robinson Agency. 

* o + 


Robert Gamble, manager of the “Plu- 
vius Department” of the Eagle, Star 
and British Dominions Insurance Co. 
arrived in the United States last Sun- 
day on the “Carmania”. Mr. Gamble 
started this form of insurance (rain) 
and developed it on the other side. 
He is here to go over matters in its 
connection with Henry Ives & Co. 





Cc. F. FRIZZELL, JR., CHANGES 

Charles F. Frizzell, Jr., superinten- 
dent of agents of the Roya] Indemnity 
Company of New York, has resigned to 
accept a position in the Philadelphia 
general agency office of Herr & Chase. 





DART WITH CRUM & FORSTER 

Edward W. Dart, formerly chief en- 
gineer with the brokerage office of 
Johnson & Higgins, will be associated 
with the New York agency office of 
Crum & Forster. 
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Fire Insurance Department 








To Consider Loss 
Committee in Chicago 


SIMILAR TO PLAN IN NEW YORK 








Western Insurance Bureau’s Large 
Cities’ Report; Criticise Conditions 
in Many of Them 
The situation in the large cities of 
the middle west was discussed from 
many angles in an interesting report 
made to the Western Insurance Bureau 

at Briarcliff last week. 

One of the most interesting recom- 
mendations made was for a loss com- 
mittee for Chicago similar to the plan 
in New York City where all of the 
companies in the New York Board of 
Fire Underwriters are in a loss com- 
mittee the secretary and manager of 
which is Allen E. Clough, one of the 
best adjusters in the United States. 

The Western Insurance Bureau voted 
to discontinue Omaha as an “excepted 
city.” Conditions at Cincinnati were 
declared to be intolerable. Cleve'and 
was brought to the attention of the Bu- 
reau for attention and remedy. 

In St. Louis there is a bad situation 
due to payment of excess commissions 
through what the large city committee 
called subterfuge of “supervisory al- 
lowances.” 

In discussing Chicago conditions the 
large cities’ committee advised consid- 
eration be given of (a) relations be- 
tween companies and their class 1 
agents; (b) relations to the business 
of the salaried or company offices and 
gen>ral agency or department offices 
which accept local business; (c) viola- 
tions of common rules in connection 
with brokerage and class 2 and minor 
agents. 

The chairman of the committee pre- 
faced his report with this statement: 

“Whoever may write up the record of 
the large cities’ committee will agree 
with the wise man of sacred history 
who said: ‘Man is born to trouble as 
the sparks to fly upward.’” 





SUSPEND DAMAGE RATES 

Chicago, Oct. 20.—Because of unset- 
tled conditions in the city of St. Louis 
and St. Louis county, the executive 
committee of the Western Automobile 
Underwriters Conference has suspend- 
ed co'lision and property damage rates 
there on and after October 15, until 
such time as the new rates become ef- 
fective. The action taken was in ac- 
cordance with the recommendation of 
the governing committee of the Na- 
tional Automobile Underwriters Confer- 
ence, 





A. P. A. Opens 
Fire Department 


JOHN GOODWYN IN CHARGE 





Australian Association Has Had Signal 
Success in Both the Life and 
Accident Business 





Selby P. Wood, managing director of 
the Australian Provincial Assurance 
Association, Ltd., of Sydney, Australia, 
in a letter to The Eastern Underwriter 
advises that a fire insurance depart- 
ment has been established by that 
Association. Mr. Wood writes: 

“We have inaugurated a fire insur- 
ance department, and have secured the 
services of John Goodwyn, A. I. A., 
Queensland State Government Commis- 
sioner, to conduct the department. Mr. 
Goodwyn has made a big success of the 
Queensland State Government Insur- 
ance Office, and is confident of doing 
equally as well for this Association in 
the fire insurance branch. 

“You will understand that we have 
a big connection for the production of 
fire insurance business, inasmuch as we 
have about 1,500 shareholders ‘scattered 
throughout Australia and New Zealand, 
whilst we have thousands of policyhold- 
ers in our life and accident depart- 
ments who are ever increasing.” 


J. E. CARUTHERS WITH NEWARK 


Company Divides New York State and 
He Will Have Charge of the 
Western Part 





J. E. Caruthers, now with the 
Netherlands Fire, has been appointed 
special agent for the Newark Fire for 
the western half of New York State. He 
will make headquarters at Syracuse. 
J. E. is a son of the veteran and popular 
J. M. Caruthers, general agent of the 
Phoenix of Hartford, and a brother of 
H. I. Caruthers, special agent of the 
Phoenix of Hartford in New York State, 
and he too was formerly connected 
with the Phoenix in New York State. 
The appointment becomes effective No- 
vember 1, 

The Newark Fire has divided the 
territory and M. L. Hughes, at present 
specia) agent for the entire state, will 
have supervision over the Eastern part 
with headquarters at Albany. 

EXTRA EDITION 

The twenty-fifth annual convention of 
the National Association of Insurance 
Agents, being held this week in Des 
Moines, Iowa, will be covered in a forty- 
page extra edition of The Eastern 
Underwriter. 
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OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000 





$11,022,207.23 
'$6,966,656.56 


$4,055,550.67 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Fleaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 


Personal Effects Floaters, Parcel Post, Tourists’ Baggage. 
Affiliated with 


ZETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 
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UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


80 MAIDEN LANE, 


NEW YORK 




















LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 
Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 
Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 
145 Montague Street, Brooklyn—New York 




















Telephones: Main 6370-6371-6372 
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This may turn out to be an advertise- 
ment for the Standard Oil Company, 
and, therefore, the editor may not 
print it. Still, we are getting to be 
more reasonable with regard to Big 
Business, and the Steel Trust, et al., 
is recognized in many quarters ag not 
altogether without virtue, even though 
it does make money in large bunches. 

For years I’ve bought gasoline from old 
John D.’s outfit, and I've never had a 
complaint to register in all that time. 
The cans they brought me were never 
deeply dented, or rusty; the tops al- 
ways unscrewed easily, the faucets 
turned without the use of a wrench, 
and the driver of the team never ran 
up on the edge of my ‘awn, was al- 
ways courteous and often scooted over 
the road for several miles to make me 
a special delivery in an emergency. 

As u nation we are slowly learning, 
oh, very slowly, that crookedness in 
business dealings is not the sole pre- 
rogative of Big Business. In fact, it 
is gradually dawning on us that the 
bigger a concern is the more careful 
it has to be to do nothing to bring 
about criticism on the part of its cus- 
tomers and the public generally. 

Dishonesty, unfair treatment or even 
discourtesy is not confined to firms or 
individuals rated in the millions. The 
corner grocer or the local plumber is 
just as likely or unlikely to put some- 
thing over on you as is the manufac- 
turer whose establishment covers six 
acres of space. 

It's human nature, perhaps, to distrust 
the Big Fe'low, and yet we all know 
that the elephant is apparently less 


hold of his trunk than the little red- 
eyed woodchuck in the nearby cage, 
who might put his teeth through your 
finger if given the chance. 


Big Business, like Little Business, 
sometimes makes mistakes. Big Busi- 
ness, like Little Business, has_ its 
avaricious moments and sometimes 


does those things which, as we repeat 
in the Episcopal Creed, “we ought not 
to have done,” and occasionally loses 
the opportunity to perform those good 
things which “we ought to have done,” 
which only goes to prove that we are 
all human and fallible and now and 
then sinners besides, But, friends, we 
are improving, the old world is not 
slipping backward, and we are gradu 
ally learning that the Golden Rule is 
not alone a Sabbath Day text, but a six- 
day Business Proposition of adult and 
worth-while proportions; and, more- 
over, one that a commercial organiza- 


tion, little or big, cannot neglect to 
practise without taking the chance of 
experiencing what Conan Doyle once 


called a “Damnation Spill.” 

So, even if this article is a sort of 
advertisement for Big Business, it 
seems to me that the editor might print 
it in the interests of all of us, who are 
doing the best we can today, and will, 
with a little light and encouragement, 
surpass our present efforts on the mor- 
row. 


Sholay nok, _ 
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| 
WALKER | ALKS INSURANCE GOMPANY 
OF SPRINGFIELD. MASSACHUSETTS 
The Tercentenary of the landing of the Pilgrims affords us 
the special opportunity of inviting you to visit New England 
anxious to injure you when you take and Massachusetts, the Old Bay State. 


Come and vacation with us during the glorious autumn sea- 
son. See Plymouth Rock; visit Boston with its historic envi- 
ronment, the scene of the “Tea Party”; Concord and Lexing- 
ton, where was fired the shot “heard round the world” and 
many other points too numerous to mention. 

Last, but not least, stop off at Springfield, “the city of homes” 
and the home of the “OLD SPRINGFIELD”, where we may 
have the pleasure of a personal visit with you. 














TOTAL ASSETS - - 
TOTAL LIABILITIES” - 
NET SURPLUS 


O. J. PRIOR, President 


INCORPORATED 1868 


» Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


1920 


$1,448,852.62 
847,154.95 
601,697.67 


W. M. CROZER, Secretary 
































SMITH-AUSTERMUHL CO. MOVES 

The Smith-Austermuh] Company, one 
of the two exclusive underwriting ag- 
encies operating in Camden, N. J., last 
week moved into the new and recently 
completed two-story granite, marble 
and brick building erected by the com- 
pany at the northwest corner of Mar- 
ket and Fifth streets at an outiay of 
approximately $150000. The agency 
and brokerage company occupies all of 
the first and a portion of the second 
floor. 


SHELDON CATLIN APPOINTED 

Sheldon Catlin, vice-president Insur- 
ance Company of North America, has 
been appointed a member of the Com- 
mittee on Insurance of the Chamber 
ot Commerce of the United States. 
The appointment was made by Joseph 
E. Defrees, president of the Chamber. 





Milford, Del., has raised $5,000 to be 
expended for fire apparatus and a new 
fire station wil be erected in the cen- 
tral part of the town. 











$$$ ———————— 








COLUMBIA 


Quite a Thought— 


That automobile insurance is one of the fastest = 
growing, most profitable lines in the United States = 
today. Our agents have known this for some time, to = 
their great profit and betterment—and they know, 2 
too, that the best facilities today are those of the 
specialized automobile department of the Columbia 
and its associated company, the Union Marine. 


The Columbia Insurance Co. 
27 WILLIAM ST., New York City 


Pos 4 New 


Jersey 


F. H. CAUTY, Manager 


iA 





The Union Marine Insurance Co. 


Liverpool 


CARROLL E. ROBB, Manager, 


Automobile Department = 
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New York Local 
Agents’ Committees 





HOW THIS STATE IS COVERED 


Standing Conference Committee With 
Companies Has FE. H. Warner as 
Chairman; Committee Functions 


The New York State Association of 
Local Insurance Agents now has a live 
co'lection of committeemen who cover 
the state from end to end, and who are 
doing good work in many particulars. 
The committeemen, with functions, fol- 
low: 

EXECUTIVE COMMITTEE 
Fire Section 

S. Carliste Goodrich, chairman, New- 
burgh, N. Y.; R. F. Gilmour, Schenec- 
tady, E. S. Hawley, Buffalo, Glenn H. 
Johnson, Syracuse. Charles A, Porth, 
Albany, Carroll C. Keeton Elmira, 
James W. Townsend, Glen Cove, L. L., 
E. Paul Schaefer, Mt. Kisco, EK. C. Coop- 
er, Watkins. 

Casualty Section 

E. H. Warner, chairman, Buffalo; 
W. L. Austin, A’bany, W. H. Murray, 
Hornell, W. L. Pelton, Olean, W. Clarke 
Bagg, Utica A. T. Matthews, Water- 
town, Ben D. Wright Lockport Ed- 
ward T. Ellis, Niagara Falls, Gilbert T. 
Amsden, Rochester. 

The executive committee is by the 
constitution, empowered to transact all 
the business of the association between 
convention periods. At least three 
meetings of the executive committee 
are held each year for the purpose of 
receiving reports of standing and spe- 
cial committees and acting upon such 
business as may be referred to the ex- 
ecutive committee by committees, offi- 
cers or members of the association. 
Legislative Committee 

F. Gilmour, chairman, Schen- 
ectady, N. Y.; Wil'ett R. Bowen, Syra- 
cuse, John L. Tiernon, Buffalo, Edgar 
J. Rossman, Hudson, Peter D. Kiernan, 
Albany, LeGrande W. Pellett, New- 
burgh. 

The legislative committee is empow- 
ered to represent the association at all 
legislative hearings, to protect inter- 
ests of the local agents of New York 
State and prevent legislation antagon- 
istic to our interests also to receive 
and act upon suggested legislation for 
the benefit of the agency force of the 
state. 

Company Conference Committee 

E. H. Warner, chairman, Buffa'o, N. 
Y.; Fredrick V. Bruns, Syracuse, Gil- 
bert T. Amsden, Rochester, Frank L. 
Gardner, Poughkeepsie, C. Fred Peck, 
Watertown, Peter D. Kiernan, Albany. 

This committee is a standing com- 
mittee of the association authorized to 
represent the members of this associa- 
tion in all matters requiring persona) 
conference with executives of fire and 
casualty companies. This committee 
meets several times each year with 
committees representing the companies 
and it is requested that all matters 
coming to the attention of agents 
which should be personally taken up 
with companies, be transmitted to the 
chairman or members of the committee. 

Service Committee 

W. C. Bagg, chairman, Utica, N. Y.; 
F. E. Dolan, Utica. J. E. Cantwell, Uti- 
ca, J. H. Miller, Utica. 

The service committee is a special 
committee appointed by the president, 
whose function it is to be constant’y 
at the call of members of this asso- 
ciation and of each local board or club 
comprising the association. This com- 
mittee is equipped with sample consti- 
tutions and by-laws of local agents 
clubs and boards and will consult with 
prospective organizations on the best 
method of organization. Various forms 
of co-operative advertising is in the 
hands of the committee, available for 
our members. Special plans for fire 
and accident prevention campaigns and 
publicity can be obtained from this 
committee. The service committee has 
a list of trained speakers on a great 
number of insurance topics. These 
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ORGANIZED 
1853 


CASH CAPITAL 
$6,000,000 





Local Agents 


When You Serve The Home of New York 
The Home of New York Serves You! 


Simple, isn’t it? Buta deal of truth 
and logic nevertheless. 


For an agent of THE HOME OF 
NEW YORK cannot and need not do 
all the work himself. He isn’t the only 
motive power in a transaction that 
would otherwise be one-sided. 


THE HOME OF NEW YORK. be- 
lieves in the practical theory that 
“many hands make light’) work”; 
which is why we add our own efforts 
to the activities of our agents so that 
a co-ordination of both will result in 
increased production and profit for 
the two parties. 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Aircraft, Automobile (Complete Cover in Combination Policy) 
Crop Investment, Earthquake, Explosion, Fire and Lightning, 
Flood, Hail, Marine (Inland and Ocean), Parcel Post, Profits 
and Commissions, Registered Mail, Rents, Rental Values, Riot 
and Civil Commotion, Sprinkler Leakage, Tourists’ Baggage, 
Use and Occupancy, Windstorm. 





STRENGTH REPUTATION SERVICE 











speakers will be sent to various insur- 
ance agents clubs or boards or to 
communities at the request of insur- 
ance agents, without any expense, by 
giving the committee notice. 

Brokers License and Qualification Com- 

mittee 

William H. Kennedy, chairman, Buf- 
falo; David D. Rounds, Buffalo, R. R. 
Brockett, Buffalo. 

This committee is a special commit- 
tee appointed to consider the revision 
of the Brokers License Laws in the 
State of New York so that only such 
individuals shall be appointed brokers 
who are thoroughly equipped to con- 
serve the interests of the public. Sug- 
gestions as to changes in the present 
System of licensing brokers and any 
complaint in relation to any individual 
broker, who in the opinion of any agent 
or board, does not qualify, should be 
transmitted to this committee for ac- 
tion. 

It is particularly requested that com- 
pluints against brokers be based upon 
actual evidence of inefficiency or other 
disqualifications and not upon any per- 
sonal prejudice of any single agent or 
group of agents. 

Agents License and Qua'ification Com- 
mittee 

W. L. Austin, chairman, Albany, N. 
Y.; C. A. Porth, Albany, J. E. Poole, 
Albany. 

This special committee is appointed 
to review all of the detai's in connec- 
tion with the appointment of agents, 
with the idea of co-operating with in- 
surance companies, with the Legisla- 
ture, the Insurance Department and the 
agency force of the state, to so raise 
the standard of insurance representa- 
tion that the interests of the public 
and insurance companies may be best 
conserved. 

This committee will receive com- 
plaints where it is found that agents 
are not living up to the standard of 
this association, Any suggestions hav- 
ing to do with the elevation of the ag- 
ency standard should be sent to the 
chairman or some member of the com- 
mittee. 

Committee On Conference With Rating 
Bureaus 

Louis Morgan, Buffalo, Ward Me- 
Phearson, Buffalo, James C. Clements, 
Rochester, Buell P. Mil's, Rochester, 
Ralph S. Bowen, Syracuse, Alonzo W. 
Haight, Syracuse, A. C. Edwards, Say- 
ville, L. L., J. W. Townsend, Glen Cove, 
mF 

This committee is appointed to con- 
fer with the various rating bureaus of 
the state when any radical changes are 
proposed in forms, rules or rates. This 
committee will also receive criticisms 
and suggestions as to service, forms, 
rules, or rates, and represent the mem- 
bers of the association in conference 
with the secretary of the rating bureau 
at interest. 

Town and County Co-operative and Mu- 
tual Fire Insurance Committee 

W. H. Pelton, chairman, Olean, N. Y.; 
Leslie D. Spring, Arcade, A. V. D. 
Wal'ace, Goshen, G. B. McCollom, Rem- 
sen, C. C. MeNitt, Norwich, L. M. Tous- 
saint, Lowville, Theodore L. Rogers, 
Little Falls. 

This committee wil} receive sugges- 
tions and complaints regarding the op- 
eration of town and county co-operative 
and mutual fire companies. All facts 
which will be of value to this commit- 
tee which will enable them to thorough- 
ly analyze this form of competition, 
should be transmitted to the committee 
for action 

Non-Board Committee 

Fredrick V. Bruns, chairman, Syra- 
cuse, N. Y.; James Kernan, Utica, D. A. 
French, Auburn. 

New York is one of the few states in 
the Union where a certain group of 
companies accept the rates of the es- 
tablished rating bureaus in some com- 
munities and disregard them in others. 
The committee having charge of this 
situation will continually work with the 
Insurance Department, with the Na- 
tional Association, and with others at 
interest, until such time as the situa- 
tion is permanently remedied. 
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Brooklyn Brokers 
Want Theft Reform 


PENALTIES 





ASK STIFF COURT 





Twenty Years for Stealing Car; Not 
Difficult to Meet Mutual Competi- 
tion, Says W. H. Bender 





Two resolutions were unanimously 
passed by members of the Brooklyn In- 
surance Brokers’ Association at first 
fall meeting last Thursday night at the 
Brooklyn Chamber of Commerce, which 
would inflict prison sentences on per- 
sons found guilty of stealing automo- 
biles, or of careless driving in city 
streets. One resolution would make it 
mandatory for a judge to impose a sen- 
a person 
found guilty of the theft of an automo- 
bile. 

William H. Bender, manager of the 
production department of the Travelers, 
spoke on automobile insurance. A nom- 
inating committee of five members 
was selected to report candidates for 
office for the year of 1921 at the No- 
vember meeting. They are Stewart 
Cavanaugh, H. O. Clausen, R. J. Mullen, 
John Woodenbury and John Hastings. 

The first resolution introduced by 
John Woodenbury is as follows: 

“Whereas the theft of automobiles in 
the Borough of Brooklyn and in other 
sections of the Greater City has become 
a public scandal, thousands of cars 
being stolen each year and only a small 
percentage being recovered, and where- 
as this condition imposes a loss of mil- 
lions of dollars annually upon the insur- 
ing public, causing theft rates on all 
makes of cars, particularly the cheaper 
ones, to be constantly increased and 
whereas the court sentences meted out 
to automobile thieves under existing 
laws are entirely inadequate to punish 
these offenders against society or to act 
as a deterrent factor in preventing the 
theft of cars, 

“Be it resolved that the Brooklyn In- 
surance Brokers’ Association recom- 
mends that at the next session of the 
legislature a law be enacted which will 
make it mandatory for a judge to give 
a prison sentence to any person who is 
found guilty of stealing an automobile, 
and that discretionary power, which 
the judge now has, be amended insofar 
as it relates to those cases relating to 
the theft of automobiles. 

“Be it further resolved, that it is the 
sentiment of this association that a 
penalty of not less than twenty years 
should be imposed on a person found 
guilty of stealing an automobile. 

“Be it further resolved that a person 
in possession of a stolen automobile be 
tried as an accomplice unless satisfac- 
tory proof be adduced that the possessor 
acquired the machine honestly.” 

The second resolution introduced by 
John Boylan, the vice-president of the 
organization, follows: 

“Whereas the growing list of deaths 
and personal injuries due to the care- 
less or ignorant driving of automobiles 
in the city streets has become a serious 
public menace; 

“Therefore, be it resolved that this 
association recommend that at the next 
session of the legislature a law be en- 
acted making it a prison offense for a 
person found guilty of careless driving 
and that in case of personal injuries to 
pedestrians by automobiles, the driver 
be arrested and held for trial. 

“Be it further resolved that the bur- 
den of proof be on such driver to prove 
that he had used due care and diligence 
in operating such machine. 

“Be it further resolved that it be a 
penal offense to teach automobile op- 
erating in city streets.” 

Mr. Bender in speaking on automobile 
insurance said in part: 


“Public liability insurance is the 
anchor for many companies. We are all 
anxious to have it. We must have auto- 
mobile insurance. No company is so 
big that it can insure itself. Selling in- 
creased limits is the problem. Most 
limits at $5,000 are inadequate; $5,000 
for one person is inadequate; $10,000 
for two persons is wholly inadequate. 

“I knew a man in a western town, 
who was the owner of many automo- 
biles. He said that if any company of- 
fered him unlimited coverage, he would 
be glad to take it if the premium was 
not too high. He said every one 
knew he had plenty of money, and that 
they would therefore—sue him to the 
limit. One agent called on him and 
told him that he could give him, insur- 
ance to any amount. This agent sold 
him the insurance and has since sold 
much more insurance in that section. 


“Another man I know of was driving 
his automobile up-State, here in New 
York, and he struck a telegraph pole. 
He had a property damage insurance of 
$1,000. The company put up the pole 
in a few hours, but they sued this man 
for $9,000, and collected. This pole con- 
trolled the lighting system of a nearby 
town, and during the time the pole was 
down, no one in this town could get 
light. 

“I find one evil, here, in New York, 
and that is the cut-rate and the mutual 
companies. They are not hard to take 
business from, however. They have 
the same office expenses and they also 
have to pay for their high-priced news- 
paper advertising. Creative-salesman- 
ship is the only way to beat them in 
the old line companies. At one time | 
got their figures on one of their offices, 
and their own statement licked them. 
I was talking insurance to a man who 
said he had about $100,000 of his own 
money to cover himself in case of lia- 
bilities. He was in the trucking busi- 
ness. From the figures obtained by me 
in the insurance office, I showed him 
that he had more money to cover his 
liabilities than his insurance company 
had for all of their policyholders.” 





H. C. EDDY TO RETIRE 





Western Manager of Commercial Union 
Fleet Retires Soon On Pension; 
Successor Not Named 





Chicago, Oct. 20.—With the an- 
nouncement that H. C. Eddy, western 
manager of the Commercial Union fleet, 
will retire on a pension about the first 
of the year, especial interest is being 
manifested in the western field in re- 
gard to the question of his successor. 
Vice-president Porter has been in Chi- 
cago during the past week looking over 
the field hut made no announcement 
in regard to his selection, if any was 
made. It seems to be uncertain as to 
whether the new manager will be chos- 
en from within the present Commercial 
Union organization. An outside man 
who has had previous experience as a 
manager is understood to be under con- 
sideration, as well as one or two in the 
company’s western department. 





A New Hazard 
A new hazard came to light recently 
in California. A rock was caught by 
the wheel of an automobile and cat- 
apulted through a plate glass window 
Says the Fireman’s Fund. 





“STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 183% 
Entered United States 1876 


Losses Paid - - - $109,000,000 
Losses Paid in U.S. $40,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 








INTEGRITY SERVICE 


STRENGTH 





J. H. VREELAND 
AssistantPMar.ager 





JAMES H. BREWSTER, Mer. 
: Hartford, Conn. ” 
imate A BROAD UNDERWRITING SERVICE TO AGENTS 
es Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion 
r . , 7 4 - ’ , te. 
Works in Harmony with American Agency Principles and Practices , 














LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
INSURANCE 





1 LIBERTY STREET Telephone John 2612 NEW YORK 


LOCAL OFFICES 


BROOKLYN, N. Y. 
153 Remsen St. 
Tel, 2504 Main 


NEWARK, N. J. 
915 Clinton st. 
Tel. 614 Mulberry 


JERSEY CITY, N. J. 
St. 








HERBERT BUXTON 
92 WILLIAM ST., N. Y. CITY 
JOHN 44 


Issues the Most Attractive Automobile Policyin a Non-Conference 
Company 

















Binders Effected on Risks Anywhere in the U. S. & Canada 
Phone John 4613 


BERNHARD INSURANCE AGENCY 
4 
New York City "Tersey City, Wo 


Agricultural Ins. Co. of Watertown Nationale of Paris Fireman’s Fund 
Atlas Assurance Co. Rhode Island Insurance Ce. Home Fire & Marine 





















Just say: 
“Insurance 


the open sesame 
to every courtesy 
within our power. 





Room with de- 
tached bath $1.50 
and $2.00 


~ bath $2.50 
tii : an Y 
BREVOORT Hotel 
Insurance Headquarters 
MADISON ST.—East of LaSalle 


CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mer. 








THE LEADING FIRE COMPANY 
OF THE WORLD 

















CRUM & FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET NEW YORK CITY 


The North River Ins. Co., N. Y. 
United States Underwriters’ Policy, N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 
San Francisco, California 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 
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Receiver for Company 
Ruined in Civil War 


COURT THIS WEEK 


CASE IN 
Harmony One of Largest Companies 
Until Admiral Semmes Went 
Raiding on igh Seas 
The oldest fire insurance litigation in 
the New York courts came up for at- 
tention again this week when a motion 
for the approval of a contract to appoint 
Edward Engel, of 417 East Ejighty- 
fourth Street as receiver for the Har 
mony Fire & Marine, brought by Ber- 
nard Cowen, an attorney of 100 Broad- 
way, came up before Justice Mullan in 

the New York Supreme Court 

The Harmony Fire & Marine. 
was a Company once powerful 
Civil War times. It has not been writ- 
ing for years, and yet its affairs are in 
the courts. 

This Company, with a lot of 
had about $60,000,000 insurance’ on 
American bottoms, and was getting 
along splendidly until Admiral Semmes, 
of the Confederacy, took his Alabama 
out and wiped out a fleet of merchant- 
men insured in the Harmony. That 
company was swamped. A receiver was 
appointed; he died; another was ap 
pointed and died, and so it went until 
this week’s action. 

In the papers filed in the case, attor- 
ney Cowen states: 

“That on the 25 day of September 
1920 Edward Engel was duly appointed 
receiver of aforesaid company on the 
application of a creditor thereof which 
set forth that there was now in the 
hands of the State Treasurer to the 
credit of these proceedings the sum of 
$1,917. 

“That said receiver has duly qualified 
by filing the surety company bond in 
the sum of $2,000. 

“The proceedings herein date back 
to the year 1866. Several accountings 
were made by the receivers, the last one 
being so far back as the year 1878. As 
the old records were kept by the county 
clerks of former administrations in a 
loose slipshod manner, the papers being 
filed and docketed under the respective 
dates of entry instead of being kept and 
indexed under the title of the proceed- 
ings, it will be necessary for deponent 
to spend considerable time collating 
and making abstracts of those papers. 
Deponent further anticipates that the 
legal questions involved will require 
considerable time and study. After dis- 
cussing the matter with the receiver 
and examining orders heretofore grant- 
ed by this court wherein contracts of 
this kind were submitted for approval 
we concluded that 20 per cent of the 
moneys received and disbursed by the 
receiver would be considered fair and 
reasonable for the services performed 
by counsel. Deponent therefore asks 
that the contract be approved. Dated 
September 30, 1920.” 

The contract mentioned, which is ap- 
pended to the papers filed, is a letter 
from Mr. Cowen to Mr. Engel, which 
asks for the written acceptance of the 
latter so that it can be embodied in the 
application to the court pursuant to 
section 242 of the General Corporation 
Laws of the State of New York. The 
acceptance was signed by Mr. Engel. 


That 
before 


BANKS UNPROTECTED 





Leading Institutions Have Many Haz- 
ards Which Are Not Covered; 
Fault of Agents 





The insurance manager of one of the 
largest banks in America said to The 
Eastern Underwriter this week that 
many banks are unprotected by insur- 
ance in many ways: 

“The average bank in this country is 
loaded with uncovered hazards, every 


assets, - 


one of which should be and could be in- 
sured, 

“One reason the banks have suffered 
so few losses, comparatively speaking, 
even in spite of their lack of protection, 
particularly on industrial loans, is be- 
cause the fates have been kind to them 
and nobody, operating, with adverse in- 
terests in mind, had any idea of the 
true situation. The reason they are not 
complete}y covered is that most agents 
who handle their business are not 
skilled in their profession.” 


AGAINST MANDATORY 
AUTO JURISDICTION 


(Continued page 1) 
National Automobi'e Conference and 
the Western Insurance Bureau, to 
‘bring about full co-operation. 
Therefore, Reso}ved that the West- 

ern Insurance Bureau hereby re-affirms 
its purpose to co-operate for proper 
practices which tend to safeguard the 
interests of its members and _ protect 
the rights of its patrons, but realizing 
that in Bureau territory conditions ex- 
ist which require special considera- 
tion, we are firm in the belief that such 
matters should be under direct super- 
vision with ample authority of com- 
mittees or organizations thoroughly 
familiar with local conditions; 
Resolved that in the judgment of this 
bureau it is not compatible with the 
inherent rights of members, not now 
affiliated with any organization for the 
supervision of the automobile’ insur- 
ance business, to compel by mandatory 
‘egislation their observance of the 
rules enacted by an outside organiza- 
tion, to whose plans of operation and 


from 


contro} they have declined to volun- 
tarily subscribe; 
Resolved that we view with a con 


siderable degree of apprehension the 
rapid growth, particularly in the ter- 
ritory under the jurisdiction of this 


bureau, of the mutual and inter-insur- 
ance associations which have been and 
are continuing to absorb the more de- 
sirable classes of automobile insur- 
ance, and we are also not unmindful 
of the dangers which out of this situa- 
tion may extend to other branches of 
our, business. 

And Be It Further Resolved that this 
bureau hereby suggests to the execu- 
tive committee in its discretion to ap- 
point a standing committee of five 
members, of which committee the presi- 
dent may be, ex-officio, a member, to 
conter with similar committees from 
other organizations whose membership 
is engaged in writing automobi'e in- 
surance, Such committee shall report 
to and be under the control of the ex- 
ecutive committee; 

Resolved that the authority conferred 
upon the executive committee of this 
bureau at its annua} meeting in Atlan- 
tic City by resolution reading as _ fol- 
lows: 

Be It Further Resolved that the 
Western Insurance Bureau confer full 
power on the executive committee to 
assume co-ordinate jurisdiction over 
the automobile business if in their 
judgment, after investigation and de- 
liberation, it to them seems proper 
so to do. 


be and is hereby continued, 
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Insurance Co. Ltd. 


Hancash 


OF LIVERPOOL, ENGLAND. 
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CHAS. H. POST, 


Caledonian Insurance Co. of Scotland 


FOUNDED 1605 


“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 


U. S. Mer. 
NEW YORK CITY OFFICE 


Golden Hill Building, 59 John Street, New York 
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Capital Stock, all cash 
Funds reserved to meet all Liabilities, Re-insurance Reserve, 

COE errr ere rr 
Unsettled Losses and Other Claims.............sseeeseeeeeeee 


H. A. Smith, President 
G. H. Tryon, Vice-President 


SURPLUS TO POLICYHOLDERS...........$8,557,578.23 





‘National Fire Insurance Company 


OF HARTFORD, CONN. 


Statement January 1, 1920, to New York Insurance Department 


LIABILITIES 


Total oaie January 1, 1920................$24,723,963.60 


F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
F. B. Seymour, Treasurer 


S. T. Maxwell, Secretary 


$2,000,000.00 


131440,443.33 
2,725,942.04 
6,057,578.23 























100 William Street 


Excellent Facilities 





SCHAEFER & SHEVLIN 


GENERAL AGENTS 


FIRE and AUTOMOBILE INSURANCE 
Phones John 1167, 1168 


for Handling Suburban Business 





New York, H. Y. 














OF 


and Tornado 


WESTERN 


ASSURANCE CO. 
TORONTO, CANADA 


Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes—Marine 


UNITED STATES BRANCH 
January 1, 1920 


W. B. MEIKLE, President 





Insurance 


eee, sciciaiimsnenweail $4,973,932.20 : 
Snetes in United States...... 1,900,899.75 contracts) placed with best offices 
Total losses id in United . 
States By 1874 to 1919 and Underwriters. 
» SROMMEGR  vcccccccccaccucesses $46,673,033.35 











REINSURANCE 


W. B. BEATTIE 


1 King William Street 
LONDON, 


Excess covers (Fire and Contingency 


Correspondence invited. 


BROKER 


E.C. 4 








FRAN 
RANE $. MARTIN, 
Assets, $2,144,572. 


METROPOLITAN 





THE YORKSHIR 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 


& DUBOIS, United States Managers. 


AND EXPLOSION INSURANCE 
U. S. BRANCH, 80 Maiden Lane, New a 
e549 fs BOY 
Asst. Manager. HARRY 


ner A ENT MANAGERS: 






oeeeseeson eseeee Willard S. Brown & Co. ..... 
srenounede cccoceMcClure Kelly ..ccccccccccccccce 
seosese .. Harry TREN cosccescceces eee 
pesevoecessonds Dargan & Turner ...cccccccccces 
niemeieaiinis James B. R88 ....ccccccccccccee 


INSURANCE CO., LTD. 
OF YORK, ENGLAND 
Established 1824 


WANVIG. Branch Secretary. 
Surplus, $1,023,469.75 


.»New York, N. Y. 


Underwriting Mer. 


..San Francisco, Cal. 
..Greensboro, N. C. 
--Atlanta, Ga. 

..»New Orleans, La. | 
















F. H. HAWLEY, Pres. 


ORGANIZED 1848 


W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


Surplus Over $1,500.000.00 
AN AGENTS COMPANY 





E. K. SCHULTZ 


GENERAL AGENT 


Pennsylvania, New Jersey, New York, Connecticut, 
Massachusetts and Rhode Island 


PHILADELPHIA 


& CO. 
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A GENERAL AGENCY OFFICE 


Property Damage. 





MO 


RE THAN HALF CENTURY OLD 


NEW YORK 
UNDERWRITERS AGENCY 


A. & J. H. STODDART 


Fire, Tornado, Explosion, Riot and Civil 
Commotion Sprinkler Leakage and Use 
and Occupancy Insurance. Automobile 
Insurance - Fire, Theft, Collision and 


Head Office: 100 WILLIAM ST., NEW YORK 





General Agents 
85-87 John St., 
New York 


Cuba. 





OHIO MILLERS 
CANTON—OHIO 


MILL OWNERS 
DES MOINES, IOWA 


LIBERTY UNDERWRITERS 


Special Facilities to Brokers and Agents—Immediate Binders Covering 
Acceptable Risks Located Any Place in the U. S., Canada, Mexico and 


OF 





OF 





OF 
NEW YORK 














Supervision of Iowa Insurance 


One Hundred and Eight Domestic Companies and Four Hundred and Forty 
Companies from Outside of State 


No. 2 


In 1864 the first lowa state examiner 
began his operations, concerning which 
the 1.ext auditor states: “On account 
of the length of these reports, and the 
voluminous character of the accom- 
panying papers, I have not had time to 
give them much attention.” 

It may be said, however, in this con- 
nection that three of these companies 
paid examination fees of over $2,500 
each and that the lowest fee charged 
was some $471. 

In 1889 the following companies were 
operating: 119 fire companies and one 
joint-stock live stock, one mutual hail, 
10 lowa stock and 9 Iowa mutuals, 8 
foreign stock and 2 foreign mutuals, 20 
United States branches, 10 companies 
other than fire or life, 116 mutual fire 
and tornado, 30 life companies, three 
being Iowa, one stock and two mutual, 
36 mutual benefit associations under 
the assessment plan, of which 21 were 
Iowa. 

In 1902, the then auditor, Frank F. 
Merriam, recommended the establish- 
ment of an Insurance Department, 
stating that the insurance interests 
alone were more than sufficient to en- 
gross the entire attention of the audi- 
tor, “and especially is this more ap- 
parent when it is considered that those 
at the head of insurance interests and 
operating in Iowa spend a life time in 
the study of the questions which must 
daily arise and receive attention in such 
. department.” He answers the objec- 
tion formerly urged to the establish- 
ment of such a department, being the 
expense thereto attached, by showing 
a schedule of the taxes paid by insur- 





National Liberty 


INSURANCE COMPANY 
OF AMERICA . 





(nco.porated Under the Laws of 
State of New York in 1859 


the 


Statement, January 1, 1920 
Cash Capital .......$ 1,000,000.00 


I secu asa denismind 10,748,246.37 
Liabilities, including 
ere 7,638,598.39 
Net Surplus . 3,109,647.98 
Surplus to Policy 
Holders ......... 4,109,647.98 


HEAD OFFICE 
109-717 SIXTH AVENUE, Cor. 4ist Street, 
NEW YORK 




















the 
to 


ance companies, to 
for the period 1891 1900 inclusive, 
which taxes amount to $1,293,817.36, 
and in addition thereto cites a sum of 
$360,058.90 paid during the same period 
by insurance companies as fees. The 
auditor further reports that the en- 
tre expense to the state for the con- 


state of lowa 


duct of the auditor’s office for the 
eighteen months commencing January 
1, 1900 was $36,854.11. He concludes 


with the following statement: ‘“Sure- 
ly the people, as well as the companies, 
have the right to demand the best 
supervision and the best attention to 
these interests obtainable, and especial- 
ly is this true since the companies pay 
the entire expense in addition to their 
proportion of taxes for the general rev- 
enue of the state.” 
How Work of Department Has Grown 

From July 4, 1857, until Ju'y 4, 1914, 
the Auditor of State served as ex 
officio Commissioner of Insurance. The 
35th General Assembly created the of- 
fice of Commissioner of Insurance and 
established a separate Department of 
Insurance... The work of the Depart- 
ment since that time has grown by 
leaps and bounds. There were 325 
fire companies, 107 life and fraternal, 
72 casualty and miscellaneous compa- 
nies operating in the state at the time 
the Department of Insurance was creat- 
ed. At the present time there are 219 
fire companies, 139 life and fraternal, 
and 93 casualty and miscellaneous com- 
panies. 

The securities on deposit with "the 
lowa Department of Insurance were in 


1909 some $32,000,000; in 1914 this 
amount has jumped to $56,000,000, and 
at the present time it is approximately 
$130,000,000, 

In 1915 the Department of Insurance 
had issued 24,316 agents’ licenses, and 
the number of agents’ licenses issued 
to date is approximat ly 50,0J0 

The: business of insurance occupies 
a prominent position in the economic 
circles in the state of lowa_ today. 
Thousands of our citizens have made 
this their life work. Millions of our 
money are invested in this enterprise. 
Millions more of dollars have been 
loaned by foreign insurance companies 
upon Iowa land, and the economic sta- 
bility of our institutions owes much to 
the insurance business. 

High Standing of Department 

The high standing of lowa insurarfce 
companies is due, partially at least, to 
the wisdom and foresight exercised by 
the legislatures in passing acts regula- 
tory to the insurance business. 

In 1868 the Twelfth General Assem- 
bly of Iowa passed a law requiring the 
Auditor of State to ascertain the net 
cash value of each policy of insurance 
in force, and further requiring that 
each company deposit with the Auditor 
the amount of such ascertained valua- 
tion of all policies within the state of 
lowa, and prescribing the investments 
to be made by such companies. No 
greater impetus might have been given 
to the business of life insurance in this 
early day than this stabilized measure 
and the Iowa companies today owe 
much to the conditions created by these 
early legislators. 

They also passed a law requiring 
stock life insurance companies to have 
at least $100,000 capital stock, and re- 
quiring that such stock, so paid up, 
must be invested “in U. S. stocks, or 
State stocks or in bonds and mortgages 
upon unincumbered rea] estate situated 
in the state of lowa worth, exclusive of 
improvements, at least double’ the 


amount loaned thereon,” which said se- 
curities were required to be deposited 
with the Auditor of State. That legis- 
lature also provided that no part of the 
paid-up capital stock could be loaned 
to any of the stockholders or officers of 
the company. Measures such as these 
added much to the stability of the busi- 
ness of insurance in lowa, and aided 
greatly in causing the confidence of the 
public to be placed in insurance com- 
panies. 

Karlier than this, in 1857, the Sixth 
General Assembly of the State passed 
a law requiring semi-annual] statements 
to be filed with the Auditor of State, 
and setting out in detail the informa- 
tion to be furnished in such statements. 
That act provided that every agent 
must procure a certificate of authority 
from the Auditor of State and provided 
regulations for foreign insurance com- 
panies doing business in lowa, requir- 
ing that they have at least $100,000 of 
invested assets. 

It may be interesting to note in con- 
nection with this law that for the viola- 
tion thereof it was provided “any per- 
son or persons violating the provisions 
of this act, shall, upon conviction there- 
of, in any court of competent jurisdic- 
tion, be fined in any sum not exceed. 
ing one thousand dollars, or imprisoned 
in the county jail not more than thirty 
days, and fed on bread and water only, 
or both, at the discretion of the court.” 


SERVICE RESTORED 


Z. L. Hoover, now located in the 
Park Row Building, at No. 15 Park 
Row, after considerable delay has his 
new telephone equipment installed. 
The new numbers are 5227, 5228 and 


5229 Barclay, 


Captain Thomas F. Smythe, formerly 
attached to the State Highway Com- 
mission, has resigned to accept a posi- 
tion with the insurance firm of Bren- 
nan and Donahue, at Albany, N. Y. 





| CENTRAL FIRE OFFICE, Inc., 
_ FIRE---STRIKE---CIVIL COMMOTION---RIOT---SPRINKLER LEAKAGE--AUTOMOBILE — 


Risks accepted throughout UNITED STATES—CANADA—PORTO RICO—CUBA 





American Equitable Assurance Co., of New York 
Knickerbocker Insurance Co., of New York 


General Agents for Metropolitan District 
Millers National Insurance Co., Chicago, III. 
Importers & Exporters Insurance Co., of New York 


General Agents for Above Territory 


Colonial Assurance Co., of New York 
Merchants Underwriters, of New York 
Millers Mutual Fire Insurance Association of Alton, Il. 


Brooklyn Branch 
151-153 Montague St. 


New Jersey Branch 
34 Clinton St. 
Newark, New Jersey 


Manufacturers Insurance Co., of America 
Great Lakes Insurance Co., Chicago | 


Brooklyn and Long Island City Agents 
London & Scottish Assurance Co., London, Eng. 
Underwriters at American Lloyds 


Head Office 
80 Maiden Lane 
New York City 


UNDERWRITING | 
AGENCY 


Chicago Branch 
Insurance Exchange 
Bldg. | 
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Fire Companies 
Form Organization 


CHICAGO 





OFFICERS IN 


Twenty-five Companies Represented in 
Amalgamation to Secure Uniform 
Legislation 
Chicago, Oct. 20.--Permanent organi- 
zation of the American Association of 
Fire Insurance Companies, formed re- 
cently by a number of the smaller and 
medium-sized fire companies, was ef- 
fected at a meeting in Chicago 
week, with twenty-five companies rep- 

resented. , 

Officers were elected ag 
President, A. A. McKinley, president 
Western Alliance, Chicago; vice-presi- 
dent District No. 1, Ray B. Smith, presi- 
dent Excelsior Fire, Syracuse, N. Y.; 
District No. 2, C. A. Palmer, president 
Inter-State Fire, Detroit; District No. 4, 
PF. Zimmer, president Omaha Liberty 
Fire, Omaha, Neb.; secretary-treasurer, 
John W. Brooks, Western Alliance, As 
Districts 3 and 5, comprising the South- 
ern and Pacific coast states respective- 
ly, were not represented at the meeting, 
the executive committee was author- 
ized to appoint vice-presidents for 
those districts. 

Among the purposes of the associa- 
tion as announced at this meeting are: 
To provide concerted action in the mat- 
ter of securing uniform legislation; to 
support all measures that will protect 
the interests of the insurer and _ in- 
sured; to promote the perpetuation of 
the American agency system; to co- 
operate with other organizations having 
the same purposes in view. 


ELECT 





last 


follows: 


INSURANCE COURSES START 





Chicago Club To Hold Night Courses In 
Fire and Casualty Work 





Evening study courses in fire and cas- 
ualty insurance will begin on Tuesday 
evening, October 19, in the auditorium 
of The Insurance Exchange, Chicago, 
lll. These courses wi!l be conducted by 
The Insurance Club of Chicago under 
the auspices of The Insurance Club of 
America, 

The junior fire course includes the 
following subjects, Principals and His- 
tory of Fire Insurance; The Standard 
Policy; Building Construction; Fire 
Protection: Elementary Principles with 
consideration also of Fire Prevention; 
Common Fire Hazards; Fire Hazards of 
Wood Workers; Elective Special Haz- 
ard; Garages; Elective Special Hazard: 
Hotels and Lodging Houses. 

The intermediate fire course includes, 
Policy Clauses and Forms; History and 
Elementary Principles of Fire Insur- 
ance Rating; Drafting: Fire Insurance 
Plans; Fire Protection: Public and Pri- 


vate; Fire Hazards: Electricity; Fire 
Hazards: Metal Working Risks; Elec- 
tive Special Hazard: Foundries; Elec- 


tive Special Hazard: Paint, Color and 
Varnish Factories. 


The senior fire course on Thursdays, 


includes, Fire Loss Settlement; Loss 
of Agency; Office Systems; Agency 
Commissions; Fire Hazards; Chemi- 


ca's; Fire Hazards; Textiles; Elective 
Special Hazards: Printing, Publishing 
and Binding; Elective Special Hazard: 
Laundries; Fire Protection: Automatic 
Sprinkler Equipment; Legal Require- 
ments; State Supervision; Rating: His- 
tory and Philosophy; Agency Organiza- 
tion and Management. 





Cc. T. WERNER WITH F. H. ROSS 

Charles T. Werner will become chief 
counterman for the F. H. Ross Agency 
on November 1, and will also handle 
the brokerage business received by 
that office. He has been a counter- 
man with Newman & MacBain for the 
last three years, and previous to that 
was with the local office of the North- 
ern of London and the Kelly & Fuller 
Agency for several years. 


William G. Whilden 
Dies After Operation 


IN FIRE CIRCLES 





PROMINENT 





Long Record as General Agent, Under- 
writer, and Executive for Many 
Well-Known Companies 


William Gilbert Whilden, who has 
long been prominent in fire underwrit- 
ing circles died on Thursday, October 
14. He was taken suddenly ill, was 
removed to the Volunteer Hospital 
where an immediate operation was per- 
formed, which he did not survive. He 
was born at Charleston, S. C., May 2. 
1868, and entered the fire insurance 
business in 1885. He was appointed 
special agent for the Continental in 
Pennsylvania and West Virginia, and 
assistant to the secretary at the home 
office of the Continental! in 1891. Two 
years later he was appointed New Eng 
land special agent for the Norwich Un- 
ion, and in 1894 was assistant to the 
general agent at the home office of the 
Merchants of Newark. 

In 1896 Mr. Whilden was appointed 
assistant secretary of the Globe & Rut- 
gers, N. Y., in 1890 superintendent of 
agents of the Fidelity of Baltimore, and 
assistant U. S. manager of the Prussian 
National of Germany, January 1, 1901. 
He was elected secretary and managing 
underwriter of the Eagle Fire of New 
York, December 1904, and resigned in 
1907, to enter the general insurance 
agency business in New York and was 
senior member of the firm of Whilden 
& Hancock, general agents. 

Mr. Whilden was elected president of 
the Monongahela of Pittsburgh, Decem- 
ber 1, 1909, also president of the New 
Jersey Fire of Newark, N. J., on Janu- 
ary 11, 1911, retiring from the firm of 
Whilden and Hancock. He resigned as 
president of the New Jersey Fire in 
1915. From March 1918, to May 1919, 
he was connected in an advisory capac- 
ity with the Alfred M. Best Company, 
Inc., publishers of “Best’s Insurance 
Reports,” after which he re-entered the 
insurance brokerage business in which 
he was engaged at the time of his 
death. 





PHILADELPHIA APPOINTMENTS 
The Liberty Fire of St. Louis has 
commissioned the Interstate Insurance 
Agency for Philadelphia and vicinity. 
* e . 


Brokers’ certificates have been issued 
by the Philadelphia Fire Underwriters’ 
Association to Edw. J. Clancey, Samuel 


M. Drew, Norman S. Janke, Samuel 
Krassen and Wm. H. Wilson & Co., 
all of Philadelphia; also Robert D. 


Clow, Jr., Camden, N. J.; Lear & Worri- 
low, Chester, Pa.; and Poor & Alex- 
ander, Inc., Baltimore, Md. 
ee 

DINNER TO ROYAL MANAGER 

The directors and officers of the New- 
ark Fire gave a dinner Tuesday at the 
‘ssex Club in Newark to George Cavell, 
general manager of the Royal of Liver- 
pool, and to Walter Carter, general at- 
torney in this country for the Royal. 
President Monroe acted as toastmaster 
and remarks were made by all present. 
All of the directors were there with two 
exceptions; one was ill and the other 
in Canada, 


BROKERS- 


Representative 


A combination of real S-E-R-V-I-C-E. 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov. Wash. - Northern - Agric.-G. Falls- 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 
70 Main Street 
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“The Leading FIRE INSURANCE Co. of America” 
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American Equitable Assur. Co. 
Bankers & Shippers 

Delaware Underwriters 

Eagle, Star & British Dominions 
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- +HOMAS AND Cay, 


INCORPORATED 


INSURANCE AND REAL ESTATE 
BUFFALO, N. Y. 


Offer facilities for writing large lines in Buffalo, N. Y., terri- 
tory, including INSPECTION and ENGINEERING SERVICE. 


We are agents for 


Phenix of Paris 


General Agents Erie and Niagara Counties For 
Norwich Union Indemnity Co. 
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London & Lancashire 
Mechanics & Traders 
Norwich Union 

New Jersey 























ROSSIA INSURANCE COMPANY 
OF AMERICA 


HARTFORD, CONNECTICUT 


FIRE REASSURANCE COMPANY 
HARTFORD, CONNECTICUT 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 
HARTFORD, CONNECTICUT 


Fire and Marine Reinsurance 























Scottish Union 
Makes Promotions 


LONG SERVICE RECOGNIZED 





J. H. McCormick, Secretary; Angus 
Caruth and W. R. Hills Become 
Assistant Secretaries 





The United States Branch of the 
Scottish Union & National through 
Manager J. H. Vreeland announces pro- 
motions in its staff at Hartford, which 
makes J. H. McCormick, secretary; and 
Angus Caruth and W. R. Hills assistant 
secretaries. 

Mr. McCormick has been in the em- 
ploy of the Scottish Union & National 
since 1895. He has traveled in the 
West as special agent and has been 
second in authority at the Hartford 
office over the Western field for the 
past fifteen years. He has been super- 
intendent of agencies since 1915. 

Mr. Caruth has been with the Scot- 
tish Union & National for 15 years. 
He was formerly with the Niagara Fire 
in New York City where he received 
his early training. He has been spe- 
cial agent for the Scottish in the East- 
ern field. 

Mr. Hills has seen twenty-five years 
of service with the Scottish Union & 
National. He entered the Hartford 
office as an office boy and has won 
promotion through several departments 
of the company’s activities. He trav- 
e'ed through the South as field man for 
several years and is returning to the 
Hartford office now to take charge of 
the Southern business. 

The foregoing together with Manager 
Vreeland and Louis Harding, the lat- 
ter being an assistant secretary, makes 
up the Scottish Union & National offi- 
cial United States family. 








25 PER CENT DIVIDENDS 





Pennsylvania Manufacturers’ Associa- 
tion Fire Insurance Company Has 
Surplus Balance of $5,696 





When an insurance carrier, mutual or 
otherwise, boasts of its service, it 
might be just as well to quote its finan- 
cial statement. Some of these com- 
panies operate on a delicate margin. 
Take the case of the Pennsylvania 
Manufacturers’ Association Fire Insur- 
ance Company: Its August 16, 1920, 
statement of income and disbursements 
for the year follows: 

INCOME AND DISBURSEMENTS FOR 

THE YEAR ENDED AUG. 16, 1920 


Income 
Premiums—Fire ........... $ 36,351.85 
Premiums—Theft .......... 30,925.61 
WE. A vawanwesesKadeave 2,773.55 

ME: Se thaniiunws ainéa-siea eva $ 70,051.01 
Disbursements 

Losses paid—Fire ......... $ 388.85 

Losses paid—Theft ........ 3,329.35 

RGMGUPERCO «2... ccccccsces 500.00 

2S al onciieaayiewnss 1,594.44 





Gordon and Ehmann 
With Sumner Ballard 


F, KORTENBEUTEL 
Latter Going to Cuba; Gordon Fire and 
Marine Company Examiner With 
Insurance Department 


Daniel F. Gordon, chief examiner of 
the State Insurance Department, and 
O. Ehmann, recently fire manager for 
the Scandinavian-American Assurance 
Corporation of Christiania, will become 
assistant managers this month of the 
United States branches of the National 
and Skandinavia of Copenhagen and of 
the Metropolitan National of Havana, 
and also vice-presidents and secretaries 
of the Internationa] of New York. They 
will succeed Fritz Kortenbeutel, pres- 
ent assistant manager of the Sumner 
Ballard companies, who is retiring in 
order to live on his plantation on the 
Isle of Pines, Cuba. 

Mr. Gordon has been with the In- 
surance Department for more than 
twenty years, having charge now of all 
fire and marine companies. Mr. Ehmann 
was formerly with the Munich Re-insur- 
ance in the London office. Later he 
acted as manager of the United States 
branch. Mr. Kortenbeutel has been 
associated with the foreign fire re-insur- 
ance companies in the Ballard office 
since 1908 and is recognized as an able 
re-insurance manager. 


RETIRES 








Insurance Dept. Fees and Li- 
SE ne 93.50 


Printing and Stationery .... 1,986.52 
Furniture and Fixtures ..... 260.19 
Miscellaneous ............. 433.90 
Dividends to Stockholders .. 6,000.00 
Legal Expenses ........... 500.00 
Neue res Cuban oon wee 914.22 

re ee ee $ 16,000.97 
Balance Income ........... $ 54,050.04 


ASSETS AND LIABILITIES AS OF 
AUG. 16, 1920 





Assets 

Investments (Cost) ........ $115 307.40 
eer 26 871.03 

Premiums in Course of Col- 
Ere 11,427.56 
Interest Accrued .......... 1,697.05 
WN bain ER ie reese $155,303.04 

Liabilities 

Reserve for Losses........ $ 5,557.98 

Reserve for Unearned Pre- 
hed ke naw 350s wees 33,638.73 
Reserve for Taxes, etc..... 2,000.00 
eer ee 100,000.00 
Surplus Earned ...'........ 14,106.33 
EE rk witu Wa Seana eaa ee $155,303.04 


Twenty-five per cent returned on 
earned premiums amounts to $8,409.68. 
This deducted from surplus leaves a 
balance to surplus of $5,696.65. 





Frank N. Smith 
With American 


IN NEW YORK SUBURBAN FIELD 


Succeeds H. L. Denny, Who Will Devote 
His Entire Time to New 
Jersey 


The American Insurance Company 
of New Jersey announces that Frank 
N. Smith has resigned the position of 
vice-president of the local agency firm 
oft Tibbets, Prince & Ripley, Inc., at 
White Plains, N. Y., to take a position 
with the American as special agent in 
New York suburban territory. 

Mr. Smith is well qualified to render 
efficient and intelligent service, having 
had seventeen years’ experience in 
field, adjusting, brokerage and local 


agency work. He wil assume his new 
duties at once. 

H. L. Denny. who formerly super- 
vised this territory, will now devote 
his entire time and attention to the 
State of New Jersey. 


NEW HOTEL FOR HARTFORD 

It looks as though the insurance city 
will get a real hotel after all. The 
Hotel Bond Company, who control the 
Bond Hotel, Bondmore, and the Bond 
Annex have now started a project for 
the building of a new hotel] next to the 
Bond Hotel on Asylum Street. The 
project has been oversubscribed and the 
Metropolitan Life Insurance Company 
has taken a $900,000 mortgage on the 
present Hotel Bond property and that 
recently purchased preparatory to the 
erecting of the new hotel. 

The insurance city unlike Springfield 
and New Haven not to mention many 
other cities of its size never had a real 
big first class hotel. 
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“America Fore” 


Prompt and careful attention to the requirements of our 
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with a sound record in the field of underwriting. Agents are 
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Few Planes to 
Insure as Yet 


— -——_ 


BUT AGENTS ARE 


Where Air Routes and Landing Places 
Are; Some Demand for Property 
Damage 


Most agents are paying but little at 
tention to aircraft insurance 
there are as yet so few planes to in- 
The total number of planes in 
use is quite large, but, distributed over 
the country, there are 
locality to attract the 
to that line. But 
flight passes over 
barns and buildings of all descriptions. 
This creates a new and additional haz- 


PREPARING 





because 
sure. 


few in any one 
insurance man 
each plane in its 


hundreds of houses, 


ard requiring its own peculiar form of 
policy. It is this new field that is now 
opening to the insurance agent. Insur 
against property damage caused 
by an aircraft is being sought in a num- 
ber of places and the Home Insurance 
Company, New York, prepared a 
special policy to cover it, charging a 
premium of one quarter of one per cent, 
or $2.50 a thousand. 

Several months ago a New York in- 
farance man who lives on Long Is!tand 
began turning over in his mind what 
would happen if one of the many planes 
flying there should bury its nose in the 
residence, He 


ance 


has 


roof of his fine country 
pictured the chaos that would reign in 
all the upper portion of the building 
even if he were so fortunate as to es 
cape destruction by fire. The falling 
airplane not only tears things up might 
ily but if its gas tank is wrecked and 
the contents spilled ovér a building and 
ignited from the engine, a fire follows 
that is particular’y difficult to ex- 
tinguish. 

Turning this over in his mind this in- 
surance official decided that he should 
have insurance protecting him against 
just this hazard, but neither his com 
panies nor any other, that he knew oi, 
were writing it. Anyway, he presented 
the subject to his associates and they 
agreed that, just to be obliging, they 
would authorize the issuance of a pol 
icy in their own company. Oddly 
enough, when it came to discussion of 
what the premium should be, these un- 
derwriters agreed that they didn't kaow 
what the insurance was worth, but any- 
how, they would make the rate one 
quarter of one per cent. It is a coinci- 
dence, now that the Home has taken up 
this line in comprehensive manner, the 
premium agreed upon is the same as 
was charged for the lone policy issued 
months before, just as a favor. 

The insurance companies writing vari 
ous aircraft hazards have formed a 
strong organization, the National] Air 
craft Underwriters’ Association, with 
headquarters at 132 Nassau Street, New 
York, R. J. Smith, assistant secretary, 
in charge, The association is working 
all the time to reduce hazards promote 
the establishment of landing fields where 
needed, suggest and encourage adoption 
and enforcement of proper rules regu- 
lating flying and prevent licensing as 
pilots those who are unfitted by experj- 
ence or temperament for this important 
wofk. 

Established Air Routes 

Besides all the local flying that is 
going on all the time there are the fol- 
lowing established air routes listed for 
the use of pilots generally: 

Route 
Washington to New York..... svmeatie 
New York to Augusta, | Sai, 
Augusta, Me. to Jay, N. Y. Ae 
Jay, N. Y. to Platt: sburg, N. *®., te diemitees 

‘attsburg to Buffalo, N. Y. 
Buflele to Niagara Falls, N. Y 
Buffalo, N. Y. to Cleveland.... 
Cleveland to Detroit. 
Detroit to Camp Custer, 


“Mich. 
Camp Custer, Mich. 


to Chicago pene oe 143 


Chicago to Milwaukee.... Delta's ween ere cee 


Milwaukee to La Crosse, Wis. 176 
a Crosse, Wis. to St. Paul, Minn 132 
Miles City to Billings, Mont : 

Billings to Helena, Mont.... 220 
Helena, Mont. to Missoula, Mont W 
Missoula, Mont. to Spokane, Wash 220) 
Spokane, Wash. to Tacoma, Wash 

Spokane to Waterville, Wash 

Wenatchee to Cle Elum.... . p ; 
Portland, Ore. to Medford, Ore My) 


¥% 


Medford, Ore. to Sacramento, Ca 


Sacramento to San Francisco R8 
San Francisco to Fresno, Cal .. 198 
Fresno to tos Angeles... 22) 
San Diego, Cal. to El Paso, Texas 857 
El Paso to Ft. Worth, Texas F 572 


Fort Worth to Houston, Texas.... 262 

Houston, Tex. to Lake Charles, La 154 

Lake Charles, La. to New Orleans, La 198 
Landing Fielcs 

In the Landing Field Guide and 

Pilots’ Log Book there are listed over 


1,300 fields where pilots are advised to 


land if desired or necessary. These 
fields are variously described as open 
field, municipal field, parade ground, 


aero club property, race track, exhibi- 
tion ground, etc., ete 


The appended list shows how thes? 


1300 landing fields are distributed 
among the s®veral states: 

Alabama I} Nebraska 19 
Arizona , 7 Nevada ; ; 
Arkansas 9 New Hampshire ; 
Colorado. 18 New Jersey 18 
Connecticut 14 New Mexico > 12 
District Columbia. 4 New York . 100 
Florida ....... . $7 North Carolina .. 9 
Georgia .. ee .- &% North Dakota .. 17 
ID iin kde ‘ 144 Ohio pees 112 
Illinois ; . M0) Oregon 7 ieee? ae 
ee eee 36) «Rhode Island 43 
lowa ; 16 South Carolina ae 
Kansas . 31. Tennessee col ) 
Kentucky . , 9 Texas wees 119 
Lowisiana ..... . 3 Beeb... eum 4 
SO”: ng duis bananas 4 Vermont ..... : i 
Maryland ......... 12 Virginia .......... 21 
Massachusetts ... 23 Washington ...... 32 
Michigan ..... 54 Wisconsin : 34 
Mississippi 14 Wyoming cated 4 
Minnesota ... 45 Canada. ; 30 
Missouri 45 

Montana 32 Total 1 355 


Taking up the list of 30 established 
pir routes referred to above and pictur- 
ing in one’s mind the territory covered 
in ecah flight, it is readily seen that 
innumerab!e towns and isolated proper- 
ties are passed over by aviators and 
all such properties are subject to dam- 
age. Even this partial list of routes 
for it is always being added to—cuts up 
the country pretty well. There is every 
prospect that in a short time a map of 
these air routes, with lines drawn he- 
tween each flying base, would show the 


country to be literally networked with 
routes. 

Now take a state like New York or 
Texas, New York has about 100 places 


marked as being suitable places to land. 
A map showing the location of each of 
these wou'd leave it clear to the reader 
the enormous number of property own- 
ers who are subject to damage and loss 
by a mishap to passing aircraft. 


Regulations 
The public has heard considerable 
about the elaborate rules and regula- 
tions that cities and towns are going 
to impose upon the operation of air- 
craft. No doubt they intend to do so 


and the authorities entertain a sincere 
desire to make flying safe for the prop- 


erty owners. But so far there is little 
if anything, the municipalities have 
been able to accomplish toward this 
end, 

Just before the dirigible feil on a 
Chicago bank with disastrous results 


to life and property, there had appeared 
in the Chicago daily papers items tel’- 
ing of the special ordinances that were 





———— 








INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


United States Branch EVERARD C. STOKES 
92 William Street, New York United States Manager 


—— 











H.KRAMER 


ADJUSTER 


FOR INSURANCE COMPANIES 
59 Maiden Lane, New York City 


B. M. 
CROSTHWAITE 
AND 


COMPANY 


Fire and Automobile 
Insurance Specialists 








THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852. 


The real stre ngth of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
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JARVIS, Secretary 
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to be enforced in Chicago governing panies will be operated as a single de- 


the operation of aircraft. But that did partment. 
not prevent the accident, which is one The last financial statement of the 
of the most serious on record. City, Bankers Automobile Insurance Com- 


county and state authorities have been 
unable to make motor vehicle driving 
safe for the public, even though the 
machines are operated on the ground 
where one can get at their drivers. This 
being so, it is certainly much more diffi- 
cult to obtain control over pilots operat- 
ing machines in the air. The decision 
as to what is right and safe as respects 
the public lies almost entirely with the 
pitots who traverse the air. These 
pilots are of the same clay as the men 


pany shows paid-in cash capital of 
$288,400 and net surplus over and above 
all liabilities of $121,454.30; whereas, 
the paid-in cash capital of the Bankers 
Fire Insurance Company shows $602,- 
100 and net surplus over and above all 
liabilities of $305,903.39. 

The Company will not make any ex- 
tended endeavors for only the so-called 
fire company automobile business nor 
only the so-called casualty insurance 
business, but rather on the other hand, 


who drive motor vehicles. They are seek a conservative volume of the so- 
prone to be reckless at times, foo'- called complete coverage automobile 
hardy careless and indifferent. They  pysiness. 


are also vain; they like to show off. 
That is why they delight in performing 
for the benefit of a crowd gathered at 
some outdoor function, such as a ball 
game, tennis match, or fair. The air 
men hover over these places and do a 
few stunts, sometimes successfully, 
sometimes not. The risk of damage to 
life, limb and property is always pres 
ent. The life and limb hazard is taken 
care of by personal accident insurance 
but the property damage feature must 
be taken care of separately. The cover 
is provided for those who will se} it. 





INSURANCE IN IRELAND 





Assured Can’t Be “Members of Organi- 
zation with Objects Inimical to 
Law and Order” 





A large volume of business has been 
transacted, says the “Evening Teje 
graph” of London, by Irish brokers in 
insurance of premises against the con- 
Sequences of “riot and civil commo- 
tion.” However, a novel change has 
been introduced into some of the poli- 
cies warranting that the principals of 
the firm to be insured “Are not mem- 
bers of any society or organization of 
any kind whose objects are inimical 
to law and order.” This could be con- 
strued to mean that any firm whose 
directors or executive officers happen 


START INSURANCE COMPANY 








Dry Goods Association In Wisconsin 
To Incorporate Company 
Among Trade 


. ry rl ri * 

Madison, Wis., Oct. 19 Following x to be members of the several organiza- 
meeting, which will be held here on tions that sustain the Irish national 
October 26, to arrange for the organiza- cause, from Cumann nam Ban to the 
tion of a mutual insurance company Gaelic League, would be for that reason 


composed of members of the Wiscon- 


. : : : : unable to recover their losses. This 
rere — Dry a —— . geod has created a good deal+of alarm 
tion, the incorporators will solic among those whose premises have been 
surance among the members of the sacked. Dublin brokers state that the 
association. An application for a char- ; 


clause is introduced by the English un- 
derwriters. The actua' resuit is to ren- 
der the insurance policy practica'ly 
useless. or at any rate to raise grave 
coubt as to its validity. One broker 
claims that he has been able to have 
the negativing clause eliminated, and 
that his insurance is effective against 
all fire and damage, no matter what the 
originating circumstances or political 
opinions of the parties concerned. 
Meanwhile the proprietors of the 


ter from the insurance department of 
the state will be made six weeks Jater. 

H. L. Geisler, of Madison, Wis., who 
will manage the insurance compay 
said that plans for insurance organiza- 
tion were moving rapidly, and that D. 
F. Conrey, the secretary of the Dry 
Goods Men’s Association reported a 
large increase in the membership of 
the organization throughout the state. 


ENTERS PENNSYLVANIA 





Shanagolden Creamery Company, Lim- 

te . erick, are being paid without demur, 

Bankers Automobile, Together with their insurance agents being indig- 
Bankers Fire, Provide Complete iant at the suggestion that they would 


Auto Coverage for Agents 


use the political test clause as a means 
: of evading their recognized and accept- 
The Bankers Automobile Insurance ed responsibi ities. An interesting 
Company, of Lincoln, Nebr., has just  gidelight is thrown on the unsatisfac- 
received its license from the Insurance tory state of the whole question by the 
Department of Pennsylvania. Its Penn- action of a Dublin trader, who, sooner 
sylvania agents will be supplied with a than pay the high premium now de- 
company prepared to write full com- 4! manded and expose himself to the risk 
plete automobile insurance coverage fof a useless policy, has decided that 
due to its affiliation with the Bankers#M@Mthe safer and the cheaper course is to 
Fire Insurance Company, which is a} have his premises fitted with special 
ready admitted to that State. steel shutters and other expensive pro 
While the Bankers Automobile Insur-BMitective apparatus. 
ance Company is chartered and writes 





MUTUALS COMBINE 















in all states where permitted a com- 
plete coverage policy, namely, fire, theft The Merchants Mutual Fire, of Wya- 
tornado, liability, property damage and lusing, N. Y., and the Business Men's 


there are a few 
authorize a single 


Fire, of Towanda, N. Y., have 
under the name of the 


Mutual 
‘onsolidated 


collision insurance, 
states that do not 


company to write complete coverage on Merchants & Business Men's Mutual 
automobiles and Pennsylvania is one. Fire Insurance Company of Towanda 
However, since the Bankers Fire In- 


surance Company is under the same COVERED BY RIOT POLICY 


general management and is otherwise The Ohio Traction Company of To- 
closely affiliated with the Bankers ‘edo, Ohio, is covered by a line of riot, 
Automobile Insurance Company, the strike and bomb insurance as a result 


automobile departments of both com-~ of a walkout of its train crews. 


NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE INSURANCE CO; OF PITTSBURCH, PA, 
ALLEMANNIA FIRE INSURANCE CO. OF PITTSBURGH, PA 
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CEORCIA HOME INSURANCE CO, OF COLUMBUS, GA, 
UNITEO AMERICAN INSURANCE CO. OF PITTSBURGH, PA. 


PERCY B. DUTTON, Manager ROCHESTER 
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STATEMENT JANUARY 1,1920 
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THE SECURITIES OF THE COMPANY ARE BASED 
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Since January Ist the Capital Stock of the 
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$10,000, 000 U S. Government Liberty Loan Bonds. 
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PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 
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Jersey Field Men’s 
Strong Membership 


A CLUB THAT'S GROWING 





Educational Features at Monthly Meet- 
ings Held in Newark; C. G. Baxter 
President of Association 





The New Jersey Special Agents’ As- 
sociation is growing steadily and is 
now a force to be reckoned with. The 
leading men in the field are members; 
and at each of the monthly meetings an 
educational talk is put on, a number of 
distinguished men in the business hav- 
ing addressed the gathering. It is now 
pretty nearly time for these specials to 
hold a night banquet and thus they 
could show their real strength, as 
locals from al] parts of the state would 
welcome the chance to attend, while 
proximity to New York would make it 
easy to provide a set of attractive 
speakers. C. A. Baxter is president of 
the Club; Louis H. F. Peck is vice- 
president; Herbert L. Denny is secre- 
tary; and Charles H. Ebbets is treas- 
urer. 

The membership follows: 

Frederick Ackermann—National Un- 
ion Duquesne Underwriters; R. C. Al- 
ton—National, Mechanics & Traders, 
Colonial Underwriters; John R. Banta 
—Phoenix Assurance, imperial; Philip 
W. Barnes—Girard Fire & Marine, 
Mechanics’; CC. G. Baxter—Fidelity- 
Phenix; F. E. Benjamin—Insurance 
Company of North America; Joseph M. 
Biggert—Aetna, Aetna Underwriters, 


W. E. Brewster—Springfield; E. S. 
Brokaw—Fidelity-Phenix; E. R. Buh- . 
ler—Northern Assurance, Northern 


Underwriters; C. B. Burke—Northwest- 
ern National; P. G. Burleigh—National, 
Mechanics & Traders, Colonial Under- 
writers; Clifford W. Burnham-—Sterling 
Fire, Federal Fire; W. H. Chant—New 
Zealand; W. O. Chapman—aAlliance In- 
surance Company of Philadelphia; Wil- 
liam J. Christie—Home, Home Under- 
writers, Franklin; R. C. Christopher, Jr. 
—Liverpool & London & Globe; Robert 
G. Clarke—Glens Falls; Warren Cleav- 
er—Sun, Sun Underwriters, Patriotic. 

W. E. Cooper—New Hampshire Fire 
& County Fire; S. H. Davey—York- 
shire; H. L. Denny—American, Jersey 
Underwriters; E. C. Dixon—Liverpool 
& London & Globe and Star Insurance 
Company; J. U. Dixon—Newark, New- 
ark Underwriters; H. W. Drake—New 
Brunswick Fire, Merchants’ Fire Insur- 
ance Company of Denver; C. H. Ebbets 
—North British & Mercantile, Mercan- 
tile of America, Commonwealth; Wal- 
ter N. Edwards—Milwaukee Mechanics 
and Milwaukee Underwriters; George 
L. Eichells—St, Paul F.. & M., Minne- 
sota Underwriters, National, Ben Frank- 
lin; G. M. Emmons—Firemen’s, Fire- 
men’s Underwriters; George W. Flynn 
—N. J. Insurance Company, United 
British; John P. Frazier—Norwich Un- 
ion; James J. Garland—Agricultural; 
Charles Gebhardt—New Jersey, United 
British; G. D. Gregory—Great Ameri- 
can, American Alliance; Warren C. 
Hal!—Philadelphia Underwriters; Har- 
ry Harbourt—Niagara, Niagara-Detroit 
Underwriters; Ralph E. Hartshorn— 
Aetna Insurance Company, Aetna Un- 
derwriters; Frank C. Hatfield—Phoenix 
of Hartford; Harold B. Hayward—Royal 
Exchange Assurance; F. L. Holman-— 
Commercial Union of England, Com- 
mercial Union of New York, Palatine, 
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Union Assurance Society, Hand-in-Hand 
Underwriters. 

S. R. Howard—North British, Mer- 
cantile and Commonwealth; H. O. Huth 
—Camden, Eastern Underwriters, Brit- 
ish American; Henry M. Jacob—Penn- 
sylvania Fire; J. F. Jarvis—London & 
Lancashire, Orient, Law, Union & Rock, 
Safeguard, English-American Under- 
writers; H. D. Jones—-New York Un- 
derwriters; M. B. Jones—Queen of 
America; W. V. A. Keeler—American 
Eagle; James Keeley—-Royal; Lewis M. 
Kenney—Fireman’s Fund, Home Fire 
& Marine; T. W. Langstroth—Connecti- 
cut Fire; F. W. Lau-—-Cleve'and Na- 
tional; Pomeroy Lee—Hartford, Citi- 
zens, Sterling, Northwestern F. & M., 
Federal; A. MacKechnie, Jr.—Scottish 
Union & National, British Underwrit- 
ers; S. J. MacMinn—Millers National, 
Ohio Farmers; E. W. McComb—Hart- 
ford, Citizens, Sterling, Northwestern 
F. & M., Federal; Joseph C. McCor- 
mick—Niagara Fire, Niagara-Detroit 
Underwriters; James McFadden—Atlas 
Assurance, Atlas Underwriters Agency; 
H. A. MclIlroy—Queen; George L. Ma- 
ger—Concordia; ©. C. Meyer, Jr.—Cen- 
tral National; O. W. Mink—Nether- 
lands F. & L. 

Alfred L. Mooney—Springfield F. & 
M.; William Morrison—Hanover; Lloyd 
H. Oetjen—United States, North River, 
United States Underwriters; Robert A. 
Osborne—Rhode Island, Union of Paris, 
Phenix of Paris, National of Paris, 
Abeille of Paris; Louis H. F. Peck 
Providence-Wash., Providence Under- 
writers; W. C. Perry—Insurance Com- 
pany of the State of Pennsylvania, 
American Underwriters; W. H. Pons- 
ford—New Jersey, United British; 
William S. Quinterro—Boston, Old Col- 
ony; Charles Reynolds--Great Amer- 
ican, American Alliance and Rochester 
Department; R. F. Rieder—Continen- 
tal; A. F. Sanford, Special Agent 
Liverpool & London & Globe and Star 
of America; Arthur H. F. Schumm- 
Caledonian, Scotch Underwriters De- 
partment of California Insurance Com- 
pany, Caledonian American; Richard 
W. Simons—Home, Home Underwriters, 
Franklin, Hibernia Underwriters; Chas. 
M. Slocum—Continental; Fred Smith 
Westchester, Delaware Underwriters; 
Franklin A. Staats—Norwich Union 
Fire Insurance Society; Gilbert E. 
Stecher—Commercial Union Assurance 
of London, Commercial Union Assur- 
ance of New York, Union Assurance 
of London, Palatine, Hand-in-Hand Un- 
derwriters. 

Frank M. Taylor—Hartford; J. B. 
Thompson—City of New York; Paul L. 
Thompson—Phoenix Underwriters, Co- 
lumbia; A. J. Towne—Automobile, Fire 
& Marine Underwriters; F. C. Wieland 
—National Liberty, Washington Under- 
writers; A. H. Wilson—Farmers of 
York; C. J. Wilson—lInsurance Com- 
pany of North America; H. Tounsend 
Wilson—Northern Assurance, London 
& Northern Underwriters Agency; R. 
M. Young—New York Underwriters; 
William YY. Young—Fire Association 
and Victory Fire. 


VISIT SOUTH AMERICA 
C. B. Roulet, general agent National 
Fire of Hartford, has been visiting 
Panama on business for that company. 
He will make an extended trip through 
South America before returning to 
Hartford. 





DOUGLAS BROTHERS AGENTS 

The Associated Co-operative Fire In- 
surance Companies of New York State 
have appointed Douglas Brothers ag- 
ents for Whitehall, N. Y. and vicinity. 
The appointment was made by George 
E. Becker, of Albany. 





Frank V. Cooper Co. 


15 Park Row, New York 


General Insurance Adjusters and Apprais- 
ers for the Insurance Companies. 


Associate Adjusters throughout U. S. and 
Canada. 
FIRE MARINE 
AUTO LIABILITY 
Subrogation claim handled for Companies. 




















Established 1862 


UNITED STATES BRANCH 


HORATIO N. KELSEY, Manager 
110 William St., New York, N. Y. 




















Net Surplus 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 


Firemen’s Insurance Co., Newark, N. J. 


January 1, 1920 
ER oo bene maiennnes ee eee $1,250,000.00 
pe . .$2,300,392.78 


SURPLUS TO POLICYHOLDERS. $3,550,392.78 


ose ee ee eww ee 


DANIEL H. DUNHAM, President 


J. K. MELDRUM, Assistant Secretary 


A. H. HASSINGER, Secretary 








Fire, Marine, 
Automobile, Sprinkler Leak- 


age, Riot and Explosion In- 
of Wetertoron 1B. 

E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEPT. 
JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Special Agent 

N. Y. SUBURBAN & NO. N. J. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 


Windstorm, 


surance. 








A. H. TRIMBLE, Prest. 


Capital $400,000.00 





The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 
EDWARD HEER, Sec’y and Treas. 


Why not make room in your agency for a conservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 


Surplus to Policy Holders $730,417.59 
Assets $2,083,462.49 








FRED. S. JAMES 


1819 


Paris 


CHICAGO 





General Fire Assurance Co. 


GEO. W. BLOSSOM 


FRED S. JAMES & CO. 


UNITED STATES MANAGERS 


1807 


Eagle. Star & British Dominions Ins. Co. 


London 


AGENCY SUPERINTENDENTS 
Carroll L. DeWitt 


123 William Street 
NEW YORK 


Urbaine Fire Insurance Co. 


P. A. Cosgrove 


WM. A. BLODGETT 


1838 


Paris 





SAN FRANCISCO 
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Million Dollar Fire 
in Havana Harbor 


STEAMER “KRACOW” DESTROYED 


Had Been There Since July 23; Danger 
to Shipping From Fire and 
Hurricane Still Present 


After lying in Havana harbor since 
July 23 awaiting discharge, the Ameri- 
can steamer “Kracow” was gutted by 
fire last Friday, and first reports state 
that she will probably be a total loss. 


It is estimated that the claims will 
amount to about $1,000,000, most of this 
being for insurance on the hull. The 


steamer carried a large cargo of fabrics 
and shoes, but fortunately for the cargo 


underwriters approximately all except 
100 tons had been removed from the 
holds. The “Kracow” is owned and 


operated by the Polish-American Navi- 
gation Company and has been regarded 
by marine underwriters as a 
hull risk. 

The loss of the “Kracow” is the first 
casualty of any size that has occurred 
at Havana since the port became so 
acutely congested, and should serve to 
hasten the work of clearing the harbor. 
No reasonable excuse exists for the 
seemingly indifferent attitude taken by 
the Cuban authorities with regard to 
this extremely dangerous hazard which 
threatens Havana property with dis 
aster fully as well as it means possible 
large losses for insurance companies. 
The “Kracow” sailed from her port of 
departure on July 16, arrived at Havana 
a week later and has been there ever 
since, being utterly unable for many 
weeks to secure any sort of dockage or 
lighterage facilities for unloading. 
Luckily a large majority of her cargo 
had been taken out before the fire 
started. To date the “Kracow” is the 
only vessel reported totally destroyed 
at Havana, but the danger from fire or 
hurricane touches every steamer and 
sailing vessel there, and the insurance 
representatives in Cuba should be re- 
lentless in their efforts to remove ag 
quickly as possible .the hazards en- 
dangering millions of dollars’ worth of 
property. The port can be relieved with 
the whole-hearted co-operation of the 
local authorities, while without their 
Support little effectual relief will be 
forthcoming soon. 

sefore the report of the “Kracow” 
fire was received underwriters were 
complaining about the number of petty 
claims that Cuban assurers were for- 
warding to the marine agencies. Be- 
cause of severe declines in the value of 
many commodities while shipments 
were delayed in delivefty at Havana 
Cuban consignees, rather than sustain a 
heavy loss by accepting goods, are 
eagerly seeking excuses to worm out of 
their responsibilities. One popular 
method of financial recovery is to col- 
lect on the insurance policies, and the 
Cubans seemingly are not overiooking 
the slightest chances for presenting 
claims. 


first-class 


SPEAKS ON MARINE INSURANCE 

Win. T. Heeran of Hutchinson, Rivin- 
us & Co., 45 Wall Street, marine insur- 
ance brokers, read a paper on the his- 
tcry of marine insurance before the 
Foreign Commerce Club on Wednesday 
evening. This cub is an organization 
oi foreign traders, shipping and marine 
insurance men. 


Spain Regulating _.. 
Marine Companies 





DEMANDS DEPOSITS FROM ALL 
Insecure Companies Are Forced to 


Liquidate; Good Opening for Pro- 
gressive Foreign Corporation 





Spain is taking steps to protect the 
marine insurance business of the na- 
tion by requiring that all marine under- 
writing companies place substantial de- 
posits with Government authorities be- 
fore they will receive permission to 
continue, or to begin, active underwrit- 
ing. The we-fare of Spanish merchants 
and outside traders as well is depend- 
ent upon the stability of the insuring 
companies and in view of the failure of 
several continental insurers during the 
last year the government believes finan- 
cial regulations necessary. Those com- 
p nies which have been unable to meet 
the requirements are going into volun- 
tary liquidation, and as some of them 
have heavy outstanding claims on their 
books it is feared that they may have 
to settle on a percentage basis. How- 
ever, the Spanish marine market as a 
whole will be the gainer in the end. 

Believing that Spain’s foreign trade 
cannot be insured who!ly in the home 
market following the period of re- 
adjustment the British insurance press 
is citing the opportunities open to a 
tew insurance companies which may 
desire to enter the Spanish marine mar- 
ket. The belief is expressed that there 
would be no difficulty for several sound 
companies to secure a sizeable show of 
good business. 


Commenting on the situation “The 
Policy” says the following: 

“There is one difficulty which will 
have to be faced by any concern which 
decides to open up in the Spanish mar- 
ket. That is the extremely wide cover- 
age which is required by Spanish mer- 
chants. Accustomed to a very full ‘a}l 
risks’ policy from their own companies, 
it is improbable that they will be con- 
tent with the ‘free of particular aver- 
age’ policy which the British under- 
writer offers on such interest as wine, 
oil, grain and other commodities, which 
are peculiarly susceptible to damage 
other than that caused by perils of the 


seas. That these risks should be cov- 
erable by insurance is only proper, but 
that they should be covered by the 
marine policy, except at adequate rates, 
is undesirable, for loss, and subse- 
quent failure or withdrawal, can be 
the only result of such trading. The 


reform of the marine pojicy current in 
Spain is, therefore, a task which would 
confront a British company entering 
the Spanish market.” 


NORMARINE 


Cable Address: 


NORWEGIAN MARINE- & TRANSPORT- INSURANCE CO.'S 
FOREIGN BRANCH, LTD. 


4 
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How many men 


The divergent opinions 


to remedy. 





ping Board. 


The Washington 





heard 


Sa, 





really understand The Jones Act? 


about the new 


Marine Insurance 


Company of New York 


MARINE and AUTOMOBILE INSURANCE 


Home Office, 51 Beaver Street, New York 


Merchant 
Marine Law, or Jones Act, point to one thing: Many people 
are expressing opinions on the new law without having a 
knowledge of the facts underlying it. Many have not a clear 
conception of the conditions that the Jones Act was designed 


Nowhere have we seen a clearer statement of the insurance 
conditions underlying the Jones Act, than that contained in 
the summary of Dr. S. S. Huebner, Expert to the U. S. Ship- 


To all who desire a clearer conception of the Jones Act, we 
heartily recommend it. We have printed it in booklet form 
under the tithe “The Basis of Our Shipping Prosperity,” a 
copy of which we shall be pleased to mail you on request. 
Address our Service Department. 

















56 BEAVER STREET 
New York 








- Northern Underwriting Agency 


INCORPORATED 


MARINE INSURANCE 


GENERAL AGENT 
HUDSON INSURANCE COMPANY 


of New York 


JEFFERSON INSURANCE COMPANY 


of Pennsylvania 


LIBERTY MARINE INSURANCE COMPANY 


of New York 


NORTH ATLANTIC INSURANCE COMPANY 


of New York 


NORWEGIAN ATLAS INSURANCE CO., LTD. 


of Christiania 


311 CALIFORNIA STREET 


San Francisco 














MARINE INSURANCE 


U. S. MAMAGER:—P. A, KJEVE 


SO BEAVER STREET 


GENERAL AGENTS: 


TALBOT, BIRD & CO. 


NEW YORK 
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Marine Insurance 
Club is Disbanded 


LACK OF INTEREST IS CAUSE 
Club Formerly Enjoyed Great Pros- 
perity and Served Excellent Pur- 


poses for Four Years 


The Marine Insurance Club is.dead! 
That organization of marine wnderwrit- 


ers, brokers, department heads and 
their employes which enjoyed such 
popularity and generous patronage two 


and three years ago has been disband- 
ed. Lack of interest the part of 
members and poor financial support 
were the two principal causes that led 
the club, at the final meeting Monday 
evening at Busto’s Restaurant, to 
voluntarily dissolve. No other action 
was feasible for the officers and di 
rectors were convinced by the attitude 
of members that the latter would not 
effectively support the club during the 
coming season, Less than thirty per 
sons gathered at Busto’s Monday and 
the majority of them were the Marine 
Insurance Club’s most loyal rooters, 
men who were expending every effort 
to keep the organization alive. 

More than two thousand dollars are 
still held by the club’s treasurer, An- 
drew P. Murtha, for the relief account 
started during the war for the benefit 
of members serving under the flag. It 
is probable that this sum will be turned 
over to some worthy charity. The fur- 
niture which the club has in storage be- 
longs actualiy to the Underwriters’ 
Club, another dormant association, and 
will be handed back to the latter. With 
the final disposal of these holdings the 
Marine Insurance Club, as at present 
organized, will pass into history. If 
sufficient interest manifests itself in the 
future another club may be started by 
Fred. A. Wildnauer, of Macomber & Co., 
that progressive and much-alive young 
broker, to whom credit is due for the 
formation in 1916 of the now defunct 
Marine Insurance Club. 

More than four years ago when the 
World War was driving marine insur- 
ance underwriting to its highest peak 
of prosperity, and when friendly busi- 
ness rivals drank toasts to their mu- 
tual good fortune the idea of a club 
that would bring marine men together 
for the furtherance of social relations 
and stimulate good fellowship as well as 
providing educational talks found in- 
stant favor. The charter membership 
of the Adjusters’ Club, as the society 
was first called when placed upon its 
feet by Mr. Wildnauer early in 1916, 
totaled ten persons. At the height of 
its popularity one or two years after- 
wards more than 500 members were 
enrolled. Following the signing of the 
armistice and the elimination of most 
of the spectacular features of marine 
underwriting, interest in the club's 
monthly programs began to wane. One 
must not forget also that the Kighteenth 
Amendment struck with heavy force 
upon the Marine Insurance Club by 
causing the continual absence of many 
former staunch supporters. For various 
reasons even the most attractive pro- 
grams soon failed to draw large atten- 
dances. Last Spring headquarters were 
moved from the Waldorf-Astoria to 
Busto’s Restaurant in the final vain hope 
that proximity might lend enchantment. 
Results showed no improvement, how- 
ever, and the action taken this week, 
regrettable as it really is, was neces- 
sary. There is no reason why the ma- 
rine insurance business should not have 


on 


a social organization of its own, like 
every other business has. 
When the Marine Insurance Club 


flourished the annual dinners drew over 
600 persons who had the pleasure of 
listening to such speakers as Ambassa- 
dor Gerard, Senator Calder of New 
York, Ira Cc. Campbell, Murray Hulbert, 
and others. The best authorities on 


marine insurance spoke at the monthly 
meetings and the statements of such 
persons would be as well worth while 
today as they were then, when many 
believed that the club would become an 
increasingly important factor in the 
business, and a foundation for unlim- 
ited expansion in years to come. 

Mr. Wildnauer was the first president 
the club had. The later head execu- 
tives were D. Roger Englar, of Har- 
rington, Bigham & Englar, attorneys; 
William H. Young, of Wm. H. Young & 


Co., insurance brokers; and E. W. S. 
Morren, head underwriter for’ the 
Maritime Underwriting Agency. Mr. 


Morren officiated at the club’s demise. 


Other ardent supporters included J. V. 
Lane, C. D. West, F. D. McComb, C. P. 
Dorff, A. P. Murtha and J. Keegan. 


UNREGULATED PREMIUMS 


International Convention Urged to De- 
vise Better and Fairer System 
of Re-Insurance Payments 
The Scandinavian Insurance Maga- 
zine is strongly advocating the calling 


together of an international insurance 
convention in Europe for the express 
purpose of better regulating the pay- 


ment of direct writing and re-insurance 
premiums owed by companies in one 
country to those in another. Circum- 
stances and difficulties arising during 
the past year or more give sufficient 
cause for a meeting of insurance men 
to disentangle the varied and intricate 
problems of re-insurance payments. In- 
dividual companies have paved the way 
this year for better understandings be- 
tween themselves but unless some form 
of general agreement is adopted by the 
various marine insurance centers of 
the world, a repetition in the future of 
such unfortunate events as have oc- 
curred lately is not impossible. 

Unregulated premiums constitute a 
problem, says the Scandinavian Insur- 
ance Magazine, “which can only be 
satisfactorily solved by an_ interna- 
tional agreement. It is sincerely to be 
hoped that the proposal set forth will 
meet with the approval of insurers of 
all nationalities interested in re-insur- 
ance. We feel confident that the lead- 
ing insurance journals in all countries 
will be in sympathy with the idea of 
calling together a congress of this na- 
ture and use their great influence to 
help making it as fully representative 
and as truly international as possible. 
It is obvious that the conference should 
be held the sooner the better. The 
problem must be solved quickly and ef- 
fectively. Any delay is dangerous. 

“The next question is then: Where 
is the conference to be held? Is it to 
be London or Paris‘ Or peraaps ru. 
elles or Copenhagen? If not Christiania 
or Stockholm, why not The Hague? 
Perhaps all these seven towns, like the 
seven Greek towns of old that all 
claimed the honor of being the birth- 
place of Homer, will insist on the priv- 
ilege of housing the conference.” 

The Eastern Underwriter will pub- 
lish next issue a more detailed article 
pertaining to the faults and 
tages of presek&t re-insurance 
ments, 


agree- 


OCEAN FREIGHT SITUATION 

Excess available tonnage for cargo 
is continuing to cause reductions in 
fright rates and readjustments down- 

ward of the values of steamers. Ocean 
carriers are having difficulty in obtain- 
ing enough cargo for their vessels, but 
so long as high operating expenses, in- 
creased costs for coal, and other abnor- 
mal expenditures have to be met there 
will be a strong tendency to maintain 
rates and values. 





EDWARD H. WHITE SPECIAL 
Edward H. White has been appointed 
executive special agent of the London & 
Scottish Assurance Corporation, Ltd. 
He will make headquarters at the head 
office in New York. 
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MARINE AND FIRE 
RE-INSURANCE 


ROBT. R. toe LAER, Inc. 


New York, Amsterdam, Copenhagen and Buenos Aires 


15 William Street . New York 











WM. H. McGEE & CO. 


MARINE UNDERWRITERS 
15 WILLIAM STREET, NEW YORK 


General Agents Marine Department U. S. Managers 
St. Paul Fire & Marine Insurance Co. nsura 
Phenix Insurance Co. of Hartford mee aie oe 
Great American Ins. Co., New York z 
Agents Marine Department 


Camden Fire Insurance "Association 
Providence Washington Insurance Co. 


Westchester Fire Insurance Ce. 
Niagara Fire Ins. C Massachusetts Fire & Marine Ins. Co. 
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MARINE and ALTOMOBILE 


THE IMPORTERS AN D EXPORTERS © 
INSURANCE COMPANY 
of New York 
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GENERAL AGENTS WANTED 





Insurance 


THE ROYAL EXCHANGE ASSUR- | 
ANCE (Marine Dept.) OF | 


Automobile 


INDEMNITY MUTUAL MARINE ASSUR- 


ANCE CO., LTD. ° 
Cc TD., OF LONDON, ENGLAND LONDON. ENG. 


Incorporated 1720 


THE TOKIO MARINE AND FIRE i} 
INSURANCE CO. | 

LTD., OF TOKIO, JAPAN | 
(Marine Department) | 


Incorporated 1879 


Organized 1824 Incorporated 1886 


UNITED STATES LLOYDS, Inc., 
of NEW YORE, N. Y. 


Organized 1872 Incorporated 1918 


APPLETON & COX, Attorneys 
3 So. William St. NEW YORK 
AN ATTRACTIVE PROPOSITION 
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Merchant Marine House 
Sold By C, P. Stewart 


TRANSACTION FOR ALL CASH 


Insurance Company of North America 
the Buyer; Will Occupy the Ground 
Floor Offices 








The Insurance Company of North 
America announces the purchase of the 
Merchant Marine .House, 56 Bezxver 
Street, from Cecil P. Stewart, thereby 
settling permanently the much-dis- 
cussed question of the future disposi- 
tion of the ground floor which has re- 
mained vacant since the removal of the 
American Merchant Marine. The sale 
was made entirely for cash. 

Originally erected by Delmonico for 
his downtown restaurant, the Merchant 
Marine House has become one of the 
most widely known buildings at the 











MERCHANT MARINE HOUSE 


“five corners,” as the intersection of 
Beaver and William streets in the 
heart of the marine insurance district, 
is called. The rapid expansion of the 
marine market during the war brought 
the Merchant Marine House into promi- 
nence as the home not only of Frank 
B. Hall & Co., a large international 
brokerage house, but also of the Amer- 
ican Merchant Marine and the United 
British, two companies that wrote ex- 
tensively under the direction of Mr. 
Stewart, and Wade Robinson, the head 
underwriter. Several other marine un- 
derwriting agencies have been and still 
are located at 56 Beaver Street. 

The property covers a lot of about 
5,730 square feet with a street frontage 
of seventy feet on Beaver Street and 
145 feet on South William Street. It is 
located within a short distance of every 
prominent exchange in New York, in- 
cluding especially the Maritime Ex- 
change, the Consolidated, Cotton, Cof- 
fee, and Produce Exchanges. Facing the 
Merchant Marine House are the under- 
writing offices of Chubb & Son, Apple- 
ton & Cox, McGee & Co., and the Ma- 
rine Office of America, all prominent 
marine agencies. 

In addition to the natural advantages 
as an underwriting headquarters, the 
building lies in the center of a section 
that has been active in real estate trad- 
ing, and development during the last 
twelve months for insurance, steam- 
ship and banking purposes. Property 
in this district has advanced steadily in 
value due to the many improvements 
made and within less than three years 
has become the headquarters for an in- 
creasing number of insurance and ship- 
ping companies. 

As the former owners obtained title 
to the property only a short while be- 
fore the rea’ estate boom commenced 
it is reported that Mr. Stewart and his 
associates have made on their “turn” 
one of the largest cash profits received 
on any one transaction in the neighbor- 
hood in recent years. Charles F. Noyes 
Company acted as agents for Mr. Stew- 
art. 

The Insurance Company of North 
America is represented in New York by 
Platt, Fuller & Co., 27 William Street, 
as marine agents, while the fire de- 
partment is represented by Darby, 
Hooper & McDaniel, of 122 William 
Street. It is stated that Mr. Stewart 
has arranged the sale of his property 
subject to the existing lease of F. B. 
Hall & Co. 


Dock Shortage Tempts 
Thieves in Valparaiso 


PILFERAGE CLAIMS INCREASE 


Time Lost By Vessels Awaiting Dis- 
charge; Double Handling of Cargo 
a Bad Feature 


Pilferage from ocean shipments while 
on lighters at the port of Valparaiso 
is increasing, according to a _ report 
just received by the American Express 
Company, and published in the “For- 
eign Trade Bulletin.” This is due to 
the fact that there is little or no police 
protection in the bay, and insurance 
covering the risk of pilferage is, there- 
fore, a good investment. 

As there are no docks at Valparaiso, 
vessels are obliged to discharge their 
cargoes onto lighters. From the lighters 
the freight is delivered into the Cus- 
tomhouse. Bulky shipments such as 
autos, tractors, and large quantities of 
cement, barbed wire, etc., are unloaded 
on the “malecon,”’ which is only a sea 
wall. Frequently shipments remain on 
the lighter for some days or even 
weeks, with the result that considerable 
merchandise is ‘pilfered or sto'en. 

The necessity of increasing the 
capacity of discharging vessels at that 
port is being given considerable space 
in the local daily press. In the middle 
of August, when the report was writ- 
ten, there were ten steamers there in 
transit, and by reason of the inadequate 
port facilities only five of them were 
discharging. The others of necessity 
had to lose valuable time awaiting 
their turn. ‘xtensive port works are 
under way, but it will be some time 
before the work will have progressed 
sufficiently to relieve the situation ma- 
terial’y. 

This covble handling of cargo at the 
port of Valparaiso makes it imperative 
that American firms shipping to that 
port exercise the greatest care in pack- 
ing their goods. It is strongly recom- 
mended that only cases of new, strong 
material should be used, well strapped 
and—when fe’s'ble—sealed. The regu 
lations provide that a'l cases must be 
stencilled with the marks and numbers, 
and the gross weight in kilos. 


MUTUAL GOOD FEELING 

It is gratifying to note the confirma- 
tion of the views set forth from time 
to time, in this column, concerning 
American marine insurance, which can 
be obtained from the views of Mr. C. 
Russel Ebert, which were published in 
‘ast week’s issue. Mr. Ebert is not 
alone amongst American underwriters 
in thinking that his market: cannot do 
without the British market, for R. N. 
M. M. Pearce and Mr. McGee have both 
expressed themselves to this effect in 
the past. The good feeling which Mr. 
Ebert declares to exist towards British 
underwriters on the part of the Amer- 
icin market, the Continental group ex- 
cepted, is wholly reciprocated, and it 
is to be hoped that the future @w'll 
quickly see this put to proof.—The Pol- 
icy-Holder. 


EFFECT OF BRITISH STRIKE 

Should the British coal miners’ strike 
continue for an indefinite period it is 
liable to result in a decrease of marine 
premiums for the duration of the 
trouble. With the supply of coal cut 
off and with reduced freight-train serv- 
ice in England merchants will hesitate 
to ship cargo when there is no guaran- 
tee that it will be delivered on time. 
Moreover, unless British freighters are 
able to coal up sufficiently here for the 
round trip many will be forced to re- 
main in whatever home port they arrive. 


ENTERS MARINE FIELD 
The Autocar Fire & Accident Com- 
pany Ltd., of London, has entered the 
field of marine insurance. The Stirling 
Offices, Ltd., have been appointed 
underwriters. 
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! Insurance Exchange, CHICAGO 


Established 1898 


Marine Insurance 


Local agents are invited to consult us on their marine insurance problems 


OSBORN & CO. 


Average Adjusters and Insurance Brokers 


- 45 Wall St. NEW YORK 








Points for New Man in Field 
By B. J. MUNCHWEILER 


Don’t take it for granted the pros- 
pect is not interested because his store 
or home doesn’t appeal to you. Go in 
and interview your man, then form your 


opinion, 
o's @ 


Don't skip a call no matter how great 
the provocation, The calls you pass up 
2s worthless at times pan out far dif- 
ferent than what you expect. 

* . . 

Always leave the prospect with a 
prospect cordially even if you know the 
call will not produce business, thus, you 
pave the way for the future good will. 

*ee 

When calling on a prospect for the 
first time try to say something that will 
make a good impression. A _ compli- 
ment or admiration of his home always 
works well, though it is impossible to 
give a fixed set of rules as what to say 
and how to say it. 

+ a . 


Time your cal’s to catch your pros- 
pect in a receptive mood and go with 
good grace when he hints he is busy. 

. . . 

When you are told, “I have as much 
insurance as I can carry now” look your 
prospect squarely in the eyes and Say, 
“Mr. Blank, I have over 50 replies to 
that reply, shall I explain why your 
refusal will not hold water?” 

= + 

Never argue with a prospect. If 
wrong you will want to keep mum; if 
right you can afford to say nothing, 
besides insurance was never sold by 
argument. 

* 6 *@ 

Always leave the prospect with a 
cheery “good bye” even if you have 
been unsuccessful. Your next visit 
may be more productive. 

~ - + 

Always have your rate lists, forms 
and other tools of your calling handy 
and in good order. Many a prospect 
has changed his mind while a salesman 
has been “fumbling” with these essen- 
tials. 

* o - 

Never deem it too much trouble to 
furnish information even if you know 
it will avail you nothing. It’s a courte- 
sy due every prospect. 


Make your prospect f°el the small 
policy is as important to you as the 
large. Smal policyholders grow to 
large ones in time. 

. . . 

Keep good hours so that you may 
be fresh and ready for business each 
day. Many a policy has been lost by 
a sleepy-eyed salesman, 

** * 

Do not air your views too forcibly 
at any stage of the game. Have an 
opinion and when asked give it, but 
don't force your knowledge or air your 
“smartness.” 

- * a 

Try to lead your prospect to do the 
talking. Inject a pithy word now and 
then and above all don’t chatter as the 
prospect knows, “an empty drum makes 
the loudest noise.” 


ALBERT ULLMANN BACK 

Albert Ullmann, president of the Co- 
lumbia Underwriting Agency, who has 
been confined at home for several weeks 
on account of illness, dropped in at 
his office for awhile one day last week. 
This was the first time he had been 
down on Beaver Street since late in 
August. 
HALL & HENSHAW PROMOTIONS 

Alfred D. Dowrie and Samuel J. Sav- 
age, long with the firm of Hall & Hen- 
shaw have been taken into the firm as 
associates. W. J. W. McWhinney has 
been advanced to the position of office 
manager and Edward W. Morris, David 
Stewart and Philip Foster will have 
charge of the counter. 


NOW ASSISTANT SECRETARY 

Roynon Cholmeley-Jones, who has 
been office manager of the Pacific Fire 
Insurance Company, has been elected 
assistant secretary. 

Appleton & Cox, Inc., has made sev: 
eral alterations in its new offices on 
the ground floor of 1 South William 
Street. The long room on the north 
side of the building, used by the Mari- 
time for the marine underwriting de- 
partment, hag been partitioned off for 
private offices. None of the marble 
furnishings have been removed as the 
expenses involved would be too great. 
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CASUALTY AND SURETY NEWS 








Prohibition Aids 
Burglary Losses 
OF F. S. 


After January 1, 1919, Losses In- 
creased Tremendously ; 20 Per Cent 
Limit on Insurance 


OPINION GARRISON 





An idea of the growth of burglary 
insurance in the United States may be 
gained from the figures given below, 
which show a marked increase in pre- 


mium volume. 
Year Net Premiums 
Written 

ere ere $4,747,762 
BD copicihalee ote 5 Saly dah alates 5,406,594 
A Serer err 6,470,927 
eee reer 7,786,099 
BE ik cs. rale-atte Son ales: © aca wed 13,494,833 


As the residence business comprises 
approximately 45 per cent of the total 
burglary premiums, says F. 8. Garrison, 
of the Travelers, qa study of the loss 
ratios on this particular line by cities 
and states is interesting, particularly 
with a view to ascertaining the increase 
in burglaries during the period follow- 
ing the European war and the effect of 
the increased valuation of household 
property upon the business. National 
prohibition also has had its effect on 
this particular line of business. Mr. 
Garrison’s views are printed in the 
Casualty Actuarial and Statistical So- 
ciety Proceedings. 

The loss ratios on the earned pre- 
miums, and the average loss under resi- 
dence policies for the four policy years 


1915, 1916, 1917 and 1918, with losses 
thereon down to January 1, 1920, are 
as follows: 

Year of Average 
Issue Loss Ratio. Loss. 
rere recs 46% $145 
BN. shes vino hdocee 48% 150.52 
Te scr cbvusdww as 50% 138.80 
SA ee 67% 164.89 


The loss frequency under residence 


policies has doubled in five years. On 
the same basis that showed one loss 
in 1915, the number was two in 1919, 
as will be noted from the following 
figures: 
Policy Number 
Year of Losses 
ME x Ch edy acted tants pe wens 1 
BR Cre Cee en ee 1.2 
eae at irota aa cre lucerne ke « 
NE Se ale cites lc atevusice giarw ate ele ape 1.5 
PE ha ci rarwedieaen es. baen vend ee 2 
These figures show an increase of 


33 1/3 per cent for 1919 over 1918, and 

100 per cent for 1919 over 1915. 
Naturally the increasing loss fre- 

quency with the increasing average loss 


has resulted in an increased loss ratio. ‘rr 


With the exception of a few changes 
in rates in certain cities, due to the re- 
grouping of certain territories, there 
has been no increase in residence 
rates, excepting the 10 per cent in- 
crease promulgated in December, 1917, 
but a more radical increase in rates 
and a further application of the co- 
insurance policy is now under consider- 
ation and will undoubtedly be adopted. 

There is at least one other cause that 
has contributed largely to our increas- 
ing losses, and that is national prohibi- 
tion. During the year 1915 the losses 
on wines and liquors occurred infre- 
quently, and were so small in volume 
that they were not separately coded, 
and even during the first half of 1919 
such losses were comparatively small 
in volume, but had increased some over 
1915 owing to prohibition having be- 
come effective in certain states; but 
after July 1, 1919, these losses increased 
tremendously, and while the figures on 
wines and liquors for all companies 
compbined are not available at this time, 
a careful estimate based on the figures 
compiled by a few of the companies in- 
dicates that the total payments must 
have amounted to at least $200,000 last 
year, of which 90 per cent was paid 
after July 1, 1919. Such losses became 
so serious that the companies decided 
on January 1, 1920, to limit the insur- 
ance on wines and liquors to 20 per 
cent of the total blanket insurance 
under the policy, unless an additional 
amount is specifically insured at a sep- 
arate rate. . 

It is the opinion of burglary insur- 
ance underwriters generally that there 
has been no reduction in the propor- 
tionate number of losses and no reduc- 
tion in the average loss for the first five 
months of 1920. In fact, both of these 
factors will undoubtedly show a still 
further increase. The losses on wines 
and liquors continue at about the same 
rate as for the last six months of 1919, 
and inasmuch as the residence policy 
permits the assured to leave his prem- 
ises vacant for four months, it is feared 
that the losses on this class of property 
during the coming summer will be ex- 
ceedingly heavy. 


CLAIMS BEFORE BOARDS 

Although the stock companies write 
very much more compensation insur- 
ance than the mutuals It is signiticant 
to note the large number of claims and 
character of these claims in which mu- 
tual companies are involved that are 
brought before the State Industrial Ac- 
cident Boards and Commissions in 
charge of the administration of com- 
pensation laws, says a recent lecturer 
on this subject. 





$1,000 REWARD OFFERED 

The United States Fidelity and Guar- 
anty was surety for David S. Paul, a 
messenger in the employ of the Broad- 
way Trust Company, Camden, N. J., 
who disappeared while in charge of 
$10,000 in cash and $12,000 in checks, 
and has offered $1,000 reward for the 
st of the absconder. 
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Stevedore Risks 
Get New Ratings 


COMPENSATION BOARD RULES 





Window Cleaning, Warehousing and 
Other Occupations Affected By 
Changes in Manual 





As a result of the United States 
Supreme Court decision in the case of 
the Knickerbocker Ice Co. vs. Lillian 
E. Stewart, the following plan has been 


adopted by the Compensation Rating 
Board for underwriting stevedoring 
risks: 


7310—Stevedoring, n. 0. c. 
(a) Form of coverage: Universal Standard 
Workmen's Compensation Policy  with- 
out limiting liability for damages under 
paragraph 1-(b) of the policy contract; 
rate, 15. 
(b) Form of 
Workmen's 


coverage: Universal Standard 

Compensation Policy with 
endorsement (see form below) providing 
5/10 limits for liability under para- 
graph 1-(b) of the policy contract; rate, 
13.50 

7312—Stevedoring—by hand or by means of 
hand trucks exclusively—no hoisting of 
cargo (N.P.D. in connection with a 
single vessel.) 

(a) Form of coverage: Universal Standard 
Workmen's compensation Policy without 
limiting liability for damages under 
paragraph 1-(b) of the policy contract; 
rate, 3.85 

(c) Form of coverage: Universal Standard 
Workmen’s Compensation Policy with 
endorsement providing 5/10 limits for 
liability under paragraph 1-(b) of the 
policy contract; rate, 3.50 

For policy contracts with endorse- 

pent providing greater than 5/10 limits, 

crease rates as follows: 


Limits Factor 
10/10 1.01 
10/20 1.04 
20/40 1,07 
25/50 1.08 
50/100 1.10 


Amendments to Manual 
The Board has taken the following 







Assets 


The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Offices—00 and 92 William St. 
SEMI-ANNUAL STATEMENT JUNE 3, 









OO eee 2 .00 
Surplus over all liabilities.. oe .. _1,552,910.20 
Losses paid to June 30, 1920. <a .. 75,086,450.62 
CASUALTY INSURANCE AND SURETY BONDS 
Fidelity, Surety, Accident, Health, Workmen's Compensation, 
an Burglary, Robbery, Automobile Liability, 
Miscellaneous Plate s, and All Other 
Bonds Boiler, Bagine, and Fly-Wheel Liability Lines 
asurance 


action, effective September 15: 

Amend classification 8292 on page 6 
of the New York Rate Sheet to show 
the following rate and minimum pre- 
mium: 

——e ee merchandise (N. 


Drivers, chauffeurs and 
their helpers shall be 
rated as “Truckmen” 8292 .. 5.50 .. 38.00 
Amend classification 2063 on page 85 
to read as follows: 
CREAMERIES AND DA- 
IRIES—not handling 
stock or farming (not 
available for division of 
payroll when on same 
premises with farm.).... 2063 .. 2.22 .. 21.00 
Re-established the rates and mini- 
mum premiums appearing in the old 
manual for the following classifications: 


Aircraft Operation ......... 7400 .. 365. .. 365. 
Aircraft Operation ......... 7401 .. S84. .. 584. 
Established a new supplementary 


classification reading: 
“Torpedo Mfg. and Testing.............. 1.50” 
Window Cleaning 
For window cleaning risks the follow- 
ing minimum premiums have been es- 
tablished: 


In cities with population of 1,000,000 


A, Tighten ESP Oe en Scare ai 
In cities with population of 500,000 
|) Ee ae ”. 
In all other cities or towns............ 300. 





CANDIDATE FOR COMMISSIONER 

James Corrigan, of Wilmington, Del., 
has been named by the Democrats as 
their commissioner of insurance in 
Delaware. Andrew J. Butler, of Wil- 
mington, who was commissioner, re- 
cently resigned. 





$20,000 RAIN LOSS 


One of the companies in this country 
which is writing rain insurance had a 
$20,000 loss recently at Trenton when 
the downpour interrupted State Fair 
festivities, 





1920 
$22,122,676.73 
18,569,766.53 
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Early Closing 

One of the big insurance companies 
asked all its representatives a few days 
ago to vote on whether they wanted to 
close at 4.30 o’clock sharp all through 
the year instead of at 5 o’clock part of 
the year and 4 o’clock in the Summer. 
In the slip asking about the ballot, 
however, it was brought out that there 
must be a definite understanding that 
the c'erks be at their desks at 9 o'clock 
sharp. 

- * ” 
Good Bye, Blue Cover 

In the merger between the Travelers 
“Protection” and the Travelers “Ag- 
ents’ Record,” the distinctive blue cov- 
er of “Protection” has been lost. This 
is too bad as it was one of the most 
distinctive coverings in the publication 
business. 

a s * 


Travelers Eastern Promotions 

J. Lawrence Day, Travelers life and 
accident special at Portland, Me., has 
been promoted to manager, succeeding 
M. P. Hawkins, who has been promoted 
to the position of field assistant, Life 
and Accident Departments, with head- 
quarters at the Home Office. 

Raymond A. Tucker, special agent at 
Pittsburgh, has been promoted to be 
assistant manager, Burglary and Plate 
Glass Department. 

Earl B. Ramsdell, special agent at 
the Newark Branch, has been promot- 
ed to be assistant manager, Steam 
Boiler and Engine Department, at St. 
Louis, succeeding Wm. Harrison Root, 
resigned. 

o * + 


Join the F. & D. 


William Cheeks and Robert W. Vin- 
cent. formerly of the court department 
of the American Surety Company, have 
joined the staff of the New York office 
of the Fidelity & Deposit. They will 
be attached to the Court Production 
Department. 

Lloyd P. Chittenden, formerly assist- 
ant manager of the Broker’s branch of 
the National Surety Company, has be- 
come a special agent for the Fidelity 
& Deposit in its New York office. 

* + ” 


To Be Guests of Insurance Company 
Fifteen hundred members of the 
American Bankers’ Association will 
take the boat trip about the harbor and 
waters of Baltimore, Md., as guests of 
the Fidelity & Deposit, October 23. 
The trip will include a visit to Annap- 
olis where there will be a review of 
cadets. The invitations of the F. & D. 
to the bankers are as fine as anything 
ever seen in the insurance business. 
oe o . 


New Trave'ers Accident Campaign 

The Travelers this week makes an 
announcement of another accident con- 
test to be called the 1920 Fall Cam- 
paign for new accident risks. The com- 
pany has received many requests 
from the field for another opportunity 
during this year for its representa- 
tives to test their ability as business- 
getters and incidentally, acquire bonus 
and prize money with which to meet 
the annual demand on the pocket-book 
which comes with the holiday season, 
says the announcement. 

The leaders in the 1920 Fall Cam- 
paign will be awarded cash prizes as 
well as bonuses. The Contest began 
on Monday October 4 and closes Sat- 
urday December 11. All business to 
be counted in the contest must be paid- 























for not later than Friday December 24. 
A bonus of ten per cent will be paid 
to each agent and broker who writes 
accident policies on not less than five 
new accident risks. The , twenty-five 
agents leading in volume of premiums 
and the twenty-five agents leading in 
number of new risks at the end of tlh» 
contest ‘will also be given cash prizes. 
These are the rules: 

1. Bonus will be paid only on pre- 
miums on accident po'icies written on 
new risks, i. e., risks not now carrying 
accident insurance in either of The 
Travelers Companies. 

2. Two or more policies written dur- 
ing the contest on a risk not insured 
at the commencement of the contest 
will count for volume of premiums but 
only once for number of risks. Travel 
Policies and Auto Supplements will not 
count for number of risks. 

3. Premiums paid quarterly or semi- 
annually will count pro-rata for num- 
ber of risks. 

4. Applications must be written be- 
tween October 4 and December 11, 
both dates inclusive, and the premiums 
paid for not later than December 24, 
1920. 

5. Joint business or business written 
by firms will be credited equally un- 
less otherwise agreed. 

6. Insurance will not be considered 
as new where a policy on the same 
risk has expired within ninety days 
from the date of commencement of this 
contest. 

7. Health policies and the premiums 
on the health portion of disability poli- 
cies will not count in the contest. — 

8. Premiums on CF policies (dupli- 
cation forms), Blanket, Workmen's 
Co'lective, Note or Order Plan, or 
troup Policies, or on Accident Tickets, 
will not count. 

* ¢ 8 


Health Insurance in Sweden 

A commission appointed by the Swed- 
ish Government has recently issued a 
report in which the introduction of 
compulsory insurance against sickness 
is unanimously advocated. Maternity 
insurance is also recommended. It is 
calculated that 80 per cent of the total 
population will be included in _ this 
scheme. The highest and lowest daily 
sickness benefits will be 10 kr. and 
\% kr. respectively. It is anticipated 
that the annual cost of medical treat- 
ment and drugs will be 39 million kr., 
medical benefits will cost 60,800,000 kr., 
maternity benefits 11 million kr., ad- 
ministration 7% million kr., the ‘total 
cost being about 118,300000 kr. On 
this basis the state would contribute 
73% million kr., the remainder being 
found by the insured, with the excep- 
tion that employers would contribute 
to cover certain risks.—British Medical 


Journal. 
+ - * 


National Casualty Man Finds Nothing 
the Matter with Business 


W. S. Walker, agency director of the 
National Casualty tells that company’s 
agents that reports are coming in daily 
from all commercial centers, indicating 
that business is beginning to boom as 
never before. Farmers have had rec- 
ord crops at high prices, with a big de- 
mand for their products. The supply 
of manufactured materials is short and 
factories are beginning to again resume 
full time operations. Railroads are 
taxed to the limit to supply cars to the 
wheat districts, as well as to mines, 
mills, and factories along their respect- 


G. A. Goetschius, President 
1 Liberty Street New York 
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Method of Handling Claims 


By J. W. McLEOD, Claim Adjuster 


Although Company has issued com- 
plete instructions under Form A-1161, 
entitled “Claim blanks—-How to use 
them,” which treats of the handling of 
claims from the time notice is received 
until final disposition is made, the fol- 
lowing may be of assistance to agents, 
the information being here set forth in 
briefer form, 

When claimant gives first notice of 
accident or sickness, immediate com- 
pletion of the Preliminary Particulars 
blank by the claimant and his attending 
physician shou'd be insisted upon and 
followed up by the agent. This notice 
is the foundation of the claim, and the 
agent will be guided largely in his fu- 
ture movements by a careful examina- 
tion of this blank. If it is satisfactory 
in every respect and the claim is of 
short duration and claimant signifies 
a willingness to close out the matter, 
and the period claimed is substantiated 
by his proofs, the claim should be im- 
mediately sett'ed, if you are authorized 
tc make claim settlements. If you do 


3 


ive lines. People are making more 
money than ever before, consequently 
they are living better and spending 
more freely than for many years. The 
United States currency has the greatest 
value of any money in the world and 
we have more of it than ever before. 
om * - 


Writes Auto Business in Ten States 


In discussing the kinds of coverage 
it writes the International Indemnity 
Company, of Los Angeles, said to The 
Eastern Underwriter: 

“This Company discontinued writing 
fidelity and surety business several 
years ago and at the present time it is 
confining its operations entirely to ful) 
coverage automobile insurance and 
plate glass insurance. This Company, 
however, is only writing a limited vol- 
ume of plate glass insurance in the 
State of California, but it is writing 
automobile insurance in ten other 
States, in addition to its Home State, 
consequently we are not in a position 
to assist you by offering any sugges 
tions in regard to increasing fidelity 
and surety business.” 


not settle your own claims, forward 
‘he Preliminary Particulars proofs to 
the General Agent or to the Home 
Office or to General Claim Representa- 
tive Harrold's office at Chicago, as the 
case may be 

If the Preliminary Particulars proofs 
indicate that the claim is valid but that 
disability: has ‘not ceased,’ and there is 
no suggestion of immediate settlement 
in the space provided for that purpose, 
the claimant should be furnished with 
a short form final blank for completion 
on cessation of disability, or at the end 
of the period for which indemnity may 
be payable. . , 

If a serious case is disclosed by the 
information in the Preliminary Particu- 
lars, the Company surgeon should be 
called upon for an immediate examina- 
tion and report. 

Delays in the handling of claims are 
not a8 a rule chargeable to claimants, 
but to the neg'ect of agents in not see 
ing that service is rendered claimants 
by following up their claims promptly. 
Never permit a claim notice to rest 
idly in your files. All pending claims 
should be reviewed at least once a week 
and follow-up attention given. It may 
be taken for granted that the longer a 
claim matter remains in an agent's 
files without attention the more com- 
p'icated the claim becomes and the pos- 
sibility of dissatisfaction on the part 
of the claimant increases with the per 
iod of neglect. 

Should disability continue for as long 
as one month the agent should have 
the claim wel] in hand and be able to 
give Company a complete history of the 
case and the probable term of disabil- 
ity and about what the case will cost. 
If the disability is for a term of less 
than one month there is no reason why 
the c'aim should not be disposed of 
shortly after disability ceases. 

Service is what we are constantly 
striving to give, and if an agent will 
bear the above facts in mind he will 
not only reduce his claim troubles to 
a minimum. but he will be well repaid 
by a volume of new business, which a 
reputation for prompt and satisfactory 
settlements will bring to his office and 
at the same time he wi'l please the 
Company by rendering the service 
which is expected of him. 
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Powers of Agents 
Under Contract 


RIGHTS OF POLICYHOLDERS 
The Policy Contract With Its Provi- 
sions, Conditions and Limitations 
Must Always Govern 

The rights of policyholders and the 
powers of agents of corporations is the 
subject of an interesting and valuable 
article from the pen of Henry ©. Wal- 
ters, general counsel of the National 
Casualty, of Detroit, reprinted below 
from the National “Agents Record”: 

Corporations are artificia' persons 
created under terms of Statutory enact- 
ments, and they can, of course, trans- 
act business only through agents. This 
Situation always exists in connection 
with writers of insurance, because, gen- 
erally ‘speaking, only corporations can 
issue insurance policies. All insurance 
business must therefore, be done 
through persons termed agents. 

An individual representing only him- 
self, and transacting his own business, 
if he be mentally competent and of full 
age, may bind himself and his property 
to any extent, in any lawful transaction. 
A person acting for a corporation, 
whether he be president, or janitor can 
bind the company on!y within the lim 
its of the authority, either actually or 
ostensibly vested in him. Insurance ag- 
ents are no exception to this broad 
rule; some of them have a great deal 
of authority, and some have but li‘tle. 
When one deals with an agent, he must 
ascertain, at his peril, the extent of the 
authority conferred upon the agent, and 
if he cannot safely rely upon the agent 
for his information; he should gather 
it from the principal. Insurance com- 
panies always adopt some definite plan 
of communicating the scope of their 
agent’s authority to the other party to 
the transaction. The National gives i's 
first notice, in the application, which is 
presented for the signature of the app'i 
vant. That application says, in effect: 

“That the company shal} not be 
bound by statements made to, nor 
knowledge acquired by agents or 
solicitors, nor by any statements 
made by any agent or solicitor, not 
written in the application.” 

The second notice is found in the 
policy, and it is as clear, and as much 
to the point as is the first one: 

“No agent has any authority to 
change this policy, or to waive any 
of its provisions, conditions or 
limitations.” 

In the application the applicant 
agrees to accept the policy subject to 
“its provisions, conditions and limita- 
tions.” 

This brings us to the point where 


the policy contract, with all its provi- 
sions, conditions and limitations, must 
govern, notwithstanding anything which 
the agent may say to the contrary. 
As the company deals ordinarily with 
ts policyholders, at a long range, and 
through agents, it has no other method 
of communicating the vital informa- 
tion covering the authority of its rep- 
resentatives. The sections quoted and 
referred to disclose complete informa- 
tion; nothifig is left to conjecture, and 
the policyholder has only himself to 
blame if he relies upon statements of 
an enthusiastic or unscrupulous agent, 
which statements contradict the state- 
ments (agreements) in the application, 
and in the policy. 

Everyone shou'd read a document be- 
fore signing it—-even if it is only a peti- 
tion addressed to a pathmaster. Per- 
sons entering into contracts are censur- 
ab’e if they don’t read the contract be- 
fore consummating it. They are not 
entitled to any consideration whatever, 
and yet they ask it, sometimes, as 
against their own culpable negligence 
and as against the company which has 
so fairly and so fully put them,on no- 
tice. 


PRODUCTION DEPT. FORMED 


American Surety Established New Of- 
fice To Give Service to Brokers, 
Branches, and Agents 


A production department designed to 
assist the company’s brench offices and 
agents in the securing of new business 
has been established by the American 
Surety Company. M. L. Jenks, vice- 
president in charge of the M-tropolitan 
Branch, wi'l have charge of the new 
department. He was formerly manager 
of the Chicago office and came to Now 
York two years ago. He is a Columbia 
University graduate, class of 1903 

President Jenks of the American 
Surety has issued the following state- 
ment in regard to the company’s latest 
departure: 

“The field of the surety business is 
continually broadening. The new de 
partment of the American Surety Com- 
pany will, it is felt, provide a ready 
means of information for all those of 
our own staff and of the many hun- 
dred brokers who place their business 
through the company. It will make 
easier many of our underlying prob- 
lems, and it is our be'ief that it will 
be the means of developing a distinc- 
tive service in suretyship from the an- 
gle of new business. It is of almost as 
great importance to one’s clients that 
their surety bonds be placed properly 
as it is that claims be paid properly. 
The new department is an outgrowth 
of our experience in studying this prob- 
lem.” 


The managers of more than one mar- 
ine office are signing up their employes 
for the Coolidge parade. Sounds like 
the old days when clerks walked with 
the company delegation in the “Demo- 
publican” parade or sought another job 
next day. 





it is evident that the application, and 
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Mutual Man Heads U. S. 
Chamber Committee 


J. S. KEMPER MADE CHAIRMAN 
Associates on Committee Are Among 
Most Prominent Men in Insurance 
Business 
James S. Kemper, president and 
manager of the Lumbermen’s Mutual 
Casualty Company of Chicago, has been 
made chairman of the Department 
Committee on Insurance of the Cham- 
ber of Commerce of the United States. 

The rest of the committee follows: 

R. M. Bissell, president, Hartford 
Fire. 

K. M. Allen, Helena, chairman, legis- 
lotive committee, National Association 
of Insurance Agents. 

Robe Bird, vice-president, Milwaukee 
Mechanics Insurance Company. 

F. High ands Burns, president, Mary- 
land Casualty Company. 

She'don Catlin, vice-president, Insur- 
ance Company of North America, 

M. J. Cleary, vice-president, North- 
western Mutual Life. 

£. A. Frost, president, Frost-John- 
son Lumber Company, Shreveport, 
Louisiana. 

A. H. Greeley, president, General 
Cartage and Storage Company, Cleve- 
land, Ohio. 

f. L. Macomber, vice-president, Hib- 
bard, Spencer, Bartlett and Company, 
Chicago, [linois. 

Henry Moir, vice-president, Home 
Life Insurance Company, New York, 
New York. 

EK. S. Nail, President and Manager, 
Lumbermen’s Mutual Insurance Com- 
pany, Mansfield, Ohio. 

The United States Chamber of Com- 
merce aims through its insurance de- 
partment to furnish a medium through 
which the great business of insurance 
and the business bodies of JAmerica 
shal’ be linked in a tight chain for the 
benefit of all. 


WILL LIQUIDATE MUTUAL 

Jesse S. Phillips, superintendent of 
insurance of the State of New York, 
has made application to the Supreme 
Court to liquidate the property and busi- 
ness of the Metropolitan Mutual Li- 
ability Insurance Company. Every ef- 
fort was made to notify all persons who 
have c'aims against the company to 
come forward and present them to 
Clarence C. Fowler, 298 Broadway. 
The surplus assets amount to $12.115. 
Dividends payable as due to members 
$152. Cash in bank $16,874. Rate of 
proposed dividends to members is 21.5 
per centum of earned dividends. 
UNINSURED; GETS SIX MONTHS 

Samuel Itzkowitz, the head of a win- 
dow cleaning concern in Brooklyn, N. 
Y., was recently given a term of six 
months in the work-house for violating 
the Workmen's Compensation Law. 
One of his employes fell from a win- 
dow, was killed, and his widow could 
not collect the $5,000 allowed her. 


Automobile losses continue to be very 
heavy. 











IT IS 
VITALLY 
IMPORTANT 


As a salesman of Commercial 
Accident and Health Disabil- 
ity policies that you learn 
more about Continental In- 
come Protection forms—the 
forms that sell and stay sold, 
backed by the greatest Acci- 
dent and Health Insurance 
organization in America. 


CONTINENTAL 
CASUALTY COMPANY 
H. G. B. Alexander, Pres. 


General Offices 
icago, U. S. A. 

Canadian Head Offices: 
Toronto, Ontario 
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CASUALTY AND SURETY POINTERS 
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Every flow and then a new 
if He Has problem confronts the man 
Too Much in the field. Usually it em- 

Money bodies some phase of econ- 


the negative or 
says the National 


omy on 
“can’t afford it” side, 
“Agents Record.” 
There are three conventional de- 
fenses against the salesman’s_ talk. 
First, the honest defense “I haven’t got 
the money.” Second, the unsound de- 
fense “I can’t afford it.’ Third, the 
weakest of all, “I don’t need it.” In 
the first instance there isn’t much 
ground for the agent to continue to 
argue. If a man hasn’t the money, he 
is not a prospect because an immediate 
transfer of money in payment of pre- 
mium is absolutely necessary, and how- 
ever far the negotiations may proceed, 
the insurance will not become eftective 
until] the premium has been paid. Not 
only that, but the agent stands to lose 
either his commission or the whole pre- 
mium if he is unwise enough to deliver 
a policy on the promise of a near fu- 


ture payment. Against the “I can’t 
afford it” argument the agent has a 
downhill haul on good roads without 


curves or ditches, The job is easy. 
You can knock down arguments and 
defenses just a little faster than Mr. 


can set them up. His army 
of defenses is made up entirely of straw 
men, because there is no defense. The 
man who “can’t afford it” is in greater 
need of it than any other. When you 
reach number three, the “I don’t need 
it’ man, it becomes an _ educational 
problem. His mind must be led out of 
the wilderness; he must be shown. It 
takes time and well set up arguments to 
change his mind, but it is worth while 
because after you get him, he will stick. 

Now, however, there comes a new 
angle presented by an agent who writes 
only farmers. He has been up against 
the repeated statement: “What do I 
want with insurance? I’ve got more 
money than I know what to do with, 
so I have no need for your insurance.” 
“Got too much money”’—that is a new 
one. The agent was stumped; what 
could he say? We suggested the argu- 
ment that he advise the farmers to can- 
ce] their insurance on their houses, 
barns, crops, and live stock, because 
if they had so much money, they cer- 
tainly need not care how much loss 
they might sustain. If time, the big 
asset that enabled them to create their 
other wealth, isn’t worth anything, 
then of course the creations of 
time value are equally worthless, but 
if houses, barns, crops and live stock 
have va'ues worth protecting against 
loss then time value which created all 
of the others must certainly continue 
to hold big values. 

Needless to say that the agent took 
the cue we furnished and went after 
them again with the result that he put 
them across for policies big enough to 
measure up to the present possible loss 
of time value through disablement. 

+ * * 

Many of the “wise heads” 
Collecting in our agency force have 
Advanced already placed their orders 
Premiums for letters to be sent to 

prospects who have not 
been paying their premiums annually 
and for pocketbooks to be given those 
Who change from the monthly basis to 
the annual basis, says the Massachu- 
setts Bonding. They are men who an- 
ticipate the big demand for both let- 
ters and pocketbooks which is bound 
to come later in the year when every 
agency wil be pushing the limit for 
collections of advance premiums to 


Prospect 


Make the year’s showing as large as 
possible. 

We are in Shape now to handle your 
order for a quantity of the letters 
Promptly; later on you may have to 
Wait some time for deliveries. We have 
just recount, purchased a large quan- 


Lty « poct'thoe:s which are big 


value for the price we charge. We 
venture to say you could not purchase 
anything like them at any retail store 
for less than $1.50. 

Of course you are going to put on a 
drive for annual premium business dur- 
ing the last quarter of the year and of 
course you wi'l want the assistance 
that these letters containing an off-'r 
of the pocketbooks will give you, Sit 
down and tell us how many letters you 
want and how many pocketbooks you 
will need. The pocketbooks will cost 
you 50 cents each and by sending in 
your check along with the order you 
will relieve us of some bookkeeping. 
If you do not dispose of all the pocket- 
books we will buy them back from you 


at the same price. 
* * © 
The following quotation is from 
The “Points,” a Home Office publica- 
Best tion of the Mutual Life of New 
Time York. It emphasizes in a very 


pertinent way the fact that the 
best time to write an application is just 
after you have written one. 

“He made a commission of $50 one 
day last week, and boasted to himself, 
‘Fifty dollars is pretty good for one 
day’s work!’ And he added, ‘Guess 
I'll take it easy for a day or two.” He 
did, and spent his time ‘feeling good’ 
over his fifty, and mellowing himself 
with dreams of commissions to come 
and pictures of what he wou'd do with 
them. Result: The fifty dollars was 
not pay for one day’s work for if was 
spread over a second and third day of 
idleness; and, while he was ‘bliss’ng.’ 
a competitor reaped an ‘almost ready’ 
case whose seed he himself had sown 
some weeks before. He is one of those 
who can endure prosperity with even 
less poise than they can endure ad- 
versity.” 

PHONE COMPANY FILES BOND 

The Public Service Commission, Sec 
ond District, under the power given by 
the law passed at the recent special 
session of the State Legislature, sus- 
pended telephone rates made effective 
December 1, 1919 and September 1, 
1920, as they relate to 129 communities 
which have filed complaints against 
them, the telephone company being 
permitted by the Commission, after it 
had given a bond, to continue to charge 
the rates until the Commission deter- 
mines their reasonableness. 

Co-operating with the Commission 
the te'ephone company has now filed 
a bond for $7,000,000 with the Commis- 
sion. 

Nine surety companies became li- 
able on the bond to the extent of $3,- 


500000. These companies are: The 
National Surety Company, Fidelity & 
Deposit Company of Maryland. Fidelity 


& Casualty, Royal Indemnity Company, 
United States Fidelity & Guaranty 
Company, Indemnity Insurance Com- 
pany of North America, American 
Surety Company and the Aetna Cas- 
ualty & Surety Company. 

There are two times in a man’s life 
when he should not speculate; when he 
can’t afford it and when he can.--Mark 
Twain. 


W. E. SMALL, President E. P. AMERINE, Secretary 


When Insured in 


Georgia Casualty Company 
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Surplus and Reserves to Policyholders Over Two Million Dollars 
HOME OFFICE: MACON, GEORGIA 























The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORE 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Robert A. Drysdale, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 




















THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WA . 
CHICAGO Resident a 


55 JOHN STREET 
F. W. LAWSON 


New York 
General Manager 


‘Elmer A. Lord &Co. 
Liability, Accident 
Burglary,Boiler and tor Rano cial 


Resident Managers 
Credit Insurance Established 184 New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 
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174% commission on all business placed with Motor Car Mutual 
Casualty Company and 20% on all business placed with 
the Motor Car Mutual Fire Insurance Company 


MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 
50-56 JOHN STREET, NEW YORK CITY 
Telephone, John 5880 No direct business written 


We are open for agencies in New York and Pennsylvania 








The Employers’ Liability | | 
Assurance Corporation, Ltd. | | 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM _ BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 


SAMUEL APPLETON United § States Mgr. 


Employers’ Liabi 


American 
Surety 
33 BROAD STREET, ‘seeeen. ‘ase. | Company 
AGENTS WANTED 














BUSINESS=BUILDERS 
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Massachusetts Bonding and Insurance Company 


BOSTON 
Paid-In Capital $1,500,000 





DEVELOPING 


, Fidelity and Surety Bonds, Liability Workmen's 
“y’ Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE———— 


of New York 


100 BROADWAY 





Fidelity and 
Surety Bonds 


T. J. FALVEY, President | Burglary Insurance 


Write For Territory 
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== THE NORTHERN ASSURANCE COMPANY has up to this time confined = 
= its operations almost entirely to its Home State of Michigan. = 
22 IT NOW HAS OVER $30,000,000.00 OF INSURANCE IN FORCE, about = 
= $27,000,000.00 of which is on residents of its Home State, and the re- — 
== mainder is largely in Pennsylvania and Ohio. = 
= TWO YEARS AGO the Company established one general agency in = 
= Southwestern Pennsylvania, which in its first year paid for over $1,- = 


| 
| 


000,000.00, and during the present year (the second year of the agen- 
cy) will pay for over $1,500,000.00. 
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We Also Have One General Agency in Southwestern Ohio 


THE COMPANY HAS RECENTLY BEEN LICENSED in the State of 
Illinois, where we are now making preparations to begin active work 
not later than January Ist. 


IN THIS CONNECTION WE ARE IN NEED OF A MAN for Illinois, one 
for Northern Ohio, and one for Eastern and Northern Pennsylvania. 


= THIS IS NOT AN ADVERTISEMENT FOR AGENTS. It is an announce- 
ment of three important places in the Company’s ranks to be filled not 
== later than January Ist. 


IF YOU FEEL YOU ARE OF GENERAL AGENCY CALIBER we will be 
glad to hear from you in connection with one of these three situations 
now open. 


THE MANAGEMENT OF THE COMPANY feels that with the founda- — 
tion such as we now have in the nature of assets of over $2,500,000.00 ; 
resources from annual income of over $1,000,000.00 and over $30,- 
000,000.00 of insurance in force, and now writing about $1,000,000.00 = 
per month, the Company has built the ground work on which to base 
a policy of extension as indicated in this announcement, and in this 
connection desires to get in touch witn three men of sound under- 
writing judgment, who can visualize a real opportunity. 
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Address, with references 
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CLARENCE L. AYRES, President, 


Northern Assurance Company 


DETROIT, MICHIGAN 
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